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WASHINGTON—National Assn. of 
pendent Insurers at its annual con- 
ition here authorized its summit 









S W. 


. N. Snodgrass Leftwich 


nmittee to proceed with a study of 
igned risks and recommend such 
ion as it considered proper—treat- 
‘such risks as a separate classifica- 
n and perhaps handling them in a 


pool or in a separate insurer set up for 
the purpose by those insurers inter- 
ested in getting the risks on their own 
bottom for rating and other purposes. 

John H. Carton, president of Wol- 
verine, discussed the basic problems of 
assigned risks and the characteristics 
which make them per se a separate 
classification. He also strongly criti- 
cized a new Florida law which places 
a 15% minimum on commissions for 
AR business. William C. Searl, presi- 
dent of Auto-Owners, proposed the 
formation of Assigned Risk Ins. Co. to 
handle AR business, and P. N. Snod- 
grass, president of General Casualty of 
Wisconsin, described the Wisconsin 
plan which gives AR credits for volun- 
tary writing of youthful drivers. 


Urges Compensation Plan For Auto 


Mark O. Roberts, president and 
general counsel of Standard Mutual of 
Illinois, urged the adoption of an ad- 


All Gives Assigned Risk Problem 
0 Committee For Study, Action 


ministrative approach to the handling 
of automobile liability claims with a 
schedule of payments similar to that 





William C. Searl John H. Carton 


in workmen’s compensation. 

Dr. Thomas D. Rees described mod- 
ern reconstructive plastic surgery for 
major facial injuries. He said that auto 
and industrial accidents are taking an 

(CONTINUED ON PAGE 16) 





anklin F.&C., 
idwestern Indem. 
an Not To Merge 


‘OLUMBUS—Midwestern Indem- 
, of Cincinnati withdrew its offer 
a share-for-share exchange with 
nklin Fire & Casualty during a 
my meeting of Franklin F.&C. 
olders. The proposal would have 
the Columbus company to rest 
a short and chaotic existence, 
Midwestern Indemnity officials, 
ating out that a main purpose for 
merger was the addition of a uni- 
body of stockholders, took it back 
r the proceedings had reportedly 
roached donnybrook proportions. 
nklin F.&C. was formed in 1955 
Walter Dressel, former superin- 
ent of insurance, until that time 
utive vice-president of Motorists 
ual of Columbus. Operating losses 
e heavy in 1957 and 1958 and there 
a knock-down-drag-out proxy 
t this summer. Mr. Dressel 
rged victorious from that round 
was fired by the executive com- 
tee Oct. 23. Since then, he has is- 
o at least one lengthy letter to 
mklin F.&C. shareholders, attack- 
\the merger plans. 
fter W. W. Schneebeck, president 
idwestern Indemnity, and his as- 
tes had halted deliberations on 
merger by retrieving the offer, 
ton Holl, president of Logan Clay 
ducts, Logan, O., was named pres- 
it of Franklin F.&C., it is under- 


id on a temporary basis. Mr. Holl 
been chairman. 


lilwaukee Casualty Adjusters Assn. 
* Ray McCann, attorney, on “In- 
igation Is Important to Your De- 
se Counsel” at the October lunch- 








Illinois Agents’ 
Convention 
Report Begins On Page 34 











National Board's 
Sherwood Retires 


Donald B. Sherwood, assistant gen- 
eral manager of National Board since 
1954, has retired. He was in insurance: 
for 41 years. 

Mr. Sherwood began his career with 
North British. He became an exam- 
iner with Phoenix of London and was 
later special agent of Commercial Un- 
ion in Vermont and New Hampshire. 
In 1929, he was transferred as special 
agent to Boston and Rhode Island. 

In 1934, Mr. Sherwood was named 
assistant general adjuster and four 
years later general adjuster of Com- 
mercial Union. He joined National 
Board in 1946 and was general ad- 
juster for eight years. 

He was the administrator of Na- 
tional Board’s catastrophe plan, un- 
der which supervisory offices are set 
up in disaster areas to facilitate pay- 
ment of losses. He was closely identi- 
fied with National Board’s arbitra- 
tion program, as well as the develop- 
ment of Guiding Principles. 

Last month he flew to Charleston, 
N.C., to make an on-the-spot survey 
of damage wrought by Hurricane 
Gracie. 


Buckeye Club Sets Date 


Chicago Buckeye Club will hold its 
annual meeting Jan. 11 at the Bis- 
marck Hotel. This is the nationally 
famous organization of expatriated 
Ohioans in the insurance business liv- 
ing in the Chicago area who gather 
once a year to reminisce of the days 
of their youth spent in a state none 
of them can forget. 





Mich. And Ohio 
Seek To Liquidate 
Michigan Surety 


CINCINNATI—The Michigan and 
Ohio departments have moved against 
Michigan Surety, its president, Mark 
H. Kroll, and several of Mr. Kroll’s 
other corporations, looking to the ap- 
pointment of receivers for Michigan 
Surety and its ultimate liquidation. 
Temporary injunctions were granted 
by Ingham County circuit court, Lans- 
ing, and Hamilton County court of 
common pleas, Cincinnati, restraining 
Mr. Kroll and his Agency Corp. of 
America, Surety Underwriters Inc., 
and Wilmark Insurance Agency from 
disposing of the assets of Michigan 
Surety. The Michigan department’s 
liquidation petition was scheduled to be 
heard at Lansing Nov. 5. 

According to E. A. Stowell, Ohio in- 
surance superintendent, National Assn. 

(CONTINUED ON PAGE 41) 


Higher AR Limits 
Debated At Hearing 
OfN. Y. Department 


Brokers, Companies Tiff; 
License And Excess Line 
Proposals Stir Meeting 


By JOHN N. COSGROVE 


NEW YORK—A proposal to raise 
New York assigned risk limits from 
10/20 to 25/50 took the spotlight at 
the New York department’s second 
day of public hearings here on pro- 
posed legislation. 

C. Edward Danahey, counsel of 
Greater New York Brokers Assn., was 
the chief proponent of the suggested 
increase. He said it would go a long 
way to alleviate the tight auto mar- 
ket, especially in New York City. He 
also claimed that higher limits would 
keep some insured out of the AR plan. 

Samuel C. Cantor, first deputy su- 
perintendent who conducted the hear- 
ing, explained that the department is 
deeply concerned by the AR problem, 
particularly with respect to low limits. 
Continuing study is being directed to- 
ward a workable solution. Mr. Dana- 
hey, however, noted that studies had 
been conducted under former super- 
intendent Wikler for a year, and 
have now gone forward under Super- 
intendent Thacher for close to another 
year. The net result has been almost 
two years of study and no action, he 

(CONTINUED ON PAGE 39) 


Utah Wind Loss To 
Run $2 Million 


The winds which struck Oct. 30 in 
the area from Logan to Salt Lake 
City, Utah, with principal destruction 
in the Bountiful-Ogden area, caused 
damage estimated at $2.5 million, of 
which $2 million is insured. The Na- 
tional Board has designated the losses 
catastrophe 05. There are an estimated 
7,500 losses, with the average loss to 
dwellings about $150 and to mercan- 
tiles $600. 











director; Paul Jones, Tucson, president of NAIA; Peter Walsh, Denver, director; 
Norman V. Cohn, Denver, president; William Galyardt, Fort Collins, treasurer; 
James Kellett, director; James Caldwell, Colorado Springs, secretary, and 
Thurston Jenkins, Denver, director. (Story on Page 8.) 
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First Jomt Company Views On 
Marketing Grow Out Of Workshop 


In this year’s workshop on cost re- 
duction and control, sponsored by 
Assn. of Casualty & Surety Compa- 
nies, marketing and distribution were 
discussed for the first time. Represen- 
tatives from 30 companies covered 
these subjects, concentrating on sug- 
gested modifications in the agency- 
company system rather than on spe- 
cific recommendations for individual 
company action. 

The conclusions drawn at the sem- 
inar, which was moderated by George 
Tisdale, secretary of Commercial Un- 
ion-North British, have been collected 
and analyzed by William Buckman, 


manager of the association’s research 
department. In his introduction to a 
15 page booklet, detailing the conclu- 
sions of the workshop participants, 
Mr. Buckman notes that the ultimate 
goal was to uncover ways and means 
of improving service and meeting 
competition. The report emphasizes 
techniques which the majority of the 
company representatives favored to 
strengthen the competitive position of 
stock agency companies. Inasmuch as 
price is a tool of competition, many 
cost control implications are contained 
in the conclusions reached. 

In a session on the role of the agent 





REPORTER’S STORY 


Public Resents High 
Rates Even Though 
Fraud Is Exposed 


A newspaper’s interest in high in- 
surance rates and their causes was 
presented to National Assn. of Inde- 
pendent Insurers at its annual con- 
vention in Washington, D. C., by Vern 
Williams of Miami News. Mr. Wil- 
liams’ series of articles on fraudulent 
claims, ambulance chasing, and law- 
medical connivance in Dade County 
led to a substantial effort by the bar 
association, citizens, the insurance de- 
partment and others to clean up what 
had become a national scandal. 





Not Optimistic 


In spite of all that has been done in 
Dade County to clean up the mess of 
rampant ambulance chasing, bird dog- 
ging, whip lash claims, venal promo- 
tion of claims by attorneys, and con- 
nivance by doctors, garage men, and 
others, Mr. Williams was not optimis- 
tic about the public attitude toward 
the liability insurance business. 

Miami’s 900,000 people constitute a 
“resentful city” today so far as auto 
liability insurance is concerned, he 
declared. The investigations that led 
to the exposure of so much fraudulent 
activity on the part of others also dis- 
closed that some insurers employ pen- 
ny pinching tactics on legitimate 
claims. The change in “climate” pro- 
duced by the newspaper’s exposures 
encouraged insurers to take many 
more cases to court than they had 
been doing, where fraud was indicated. 
However, it also encouraged them to 
decline to write more automobiles than 
previously and thus forced more drivers 
into the assigned risk plan. 


Big Cause Is High Rates 


But the overwhelming cause of pub- 
lic resentment against the liability 
business is high rates, Mr. Williams 
said. He noted that the newspapers and 
others urged a six month moratorium 
on rate increases to give the clean-up 
a chance to reflect its effects in expe- 
rience. But the companies went ahead 
and obtained a large increase anyway 
—which undoubtedly was justified by 
the figures. 

No platitudes about the higher cost 
of living justifying higher rates is go- 
ing to essuage the resentment of Mi- 
amians, Mr. Williams declared. Rate 
hikes he described as “a vicious infla- 


tionary spiral” that will inspire efforts 
by insured to get their premiums back. 
The insurance business is “dodging 
the issue” when it doesn’t tackle the 
real causes of rising premiums, he as- 
serted. 


Discusses Causes 


One cause is fraudulent claims. But 
there are others. He told how the News 
had brought out the fact that the Dade 
County appeals court had a record of 
reversals 10 to 1 in favor of the plain- 
tiff, compared with 2 to 1 in the re- 
mainder of the state. This is one way 
the insurance business can use news- 
papers, he said. If insurance men 
know of some weakness or flaw or 
bad practice, they should bring it to 

(CONTINUED ON PAGE 29) 


in marketing, it was noted that while 
the agent may feel that he is busy 
giving service, it may well be that 
90% of his servicing is for 10% of his 
customers—generally the big commer- 
cial risks. The small personal risks 
which comprise 90% of his market 
must be given increased attention, 
otherwise the business will be placed 
elsewhere—and not for reasons of 
price alone. 

If the agency is small, an addition 
to the staff might be made to handle 
the increased servicing; this employe 
can serve as an understudy for event- 
ual succession. If the agency is large, 
a separation may be made between 
the commercial accounts and the per- 
sonal accounts. Some agencies have 
successfully made a complete separa- 
tion—different policywriting systems, 
different billing systems, different 
knowledge requirements for the men 
handling the accounts, etc. 

It was suggested that the agent can 
improve his service to the company in 
today’s market by improving the un- 
derwriting experience through selec- 
tivity and supplying the company with 
all the facts on a risk. Particularly in 
commercial accounts, it was felt that 
agents do not submit enough infor- 
mation to enable the underwriters to 
put the risks on the books, and they do 
not allow enough time before the risk 
is filed. 

The agent should give the company 

(CONTINUED ON PAGE 26) 
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Conn. Agents Eye 
Auto Merit Plan 
Big I Cooperation 


Elect Ward President; 

500 At Hartford Meet Heo, 

Need For More PR Action 
By EUGENE G. DOWNEY 





HARTFORD—Connecticut Assy 
Insurance 








Agents, at the ann 











Nelson I. Beers Stetson Ward 


meeting here, elected Stetson YW; 
of New Haven to succeed Nelsop 
Beers of Old Greenwich as preside 
More than 500 attended the meeti 

Other officers elected were B 
Learned Jr., of Norwich, as state x 
tional director, succeeding Valmore 
Forcier of Danielson; Rutherford 
Huizinga of Stamford, vice-presidd 
and John Crosson of Hartford, see 
tary-treasurer. 

About 20 companies maintained h 
pitality suites. Among these were 
only the well known property 3 
casualty companies, but also life 
surers and a few in the foreign ; 
reinsurance market. 

The association went on record 
favor of a uniform auto liability mé 
rated plan to be made available 
companies doing business in Conneg 
cut, as soon as possible. 

Most discussion, both at the b 
ness sessions and in the corrid 
among members, concerned imp 
mentation of the Big I advertis 
program at the local level, merit ra 
auto plans, and public relations 4 
tivities of the association and me 
bers. 





































Lively Discussion 


As with the national political cd 
ventions, a smoke-filled room was ! 
scene of the liveliest discussions. 
was the luncheon meeting of the lof 
board officers at which there was 
brisk exchange of ideas on advertisil 
how to increase attendance at lo 
meetings and how to enlarge the : 
sociation’s representation at natioy 
conventions. 

Greetings were conveyed from Co 
necticut Assn. of Mutual Insuram 
Agents by its president, Allen Elli 
of New Haven, who remarked that 
aim of both associations was to 4 
collectively, work which the individ 
al agent can not. He said both assoc 
tions have a similar interest in pé 
petuation of the agency system. 


Report Of Administration 

Mr. Beers in his report on admin 
tration noted that the association 
successful in turning back four co 
pulsory automobile insurance bills. 
succeeded in getting a legislative co 
mission formed to study uninsured ™ 
torist laws, which he believes wo 
act as a wedge against compulsory 4 
insurance. He emphasized the good 

(CONTINUED ON PAGE 21) 
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Companies’ Fate Depends On The Agent, 


Amos Redding Tells N. 


By EUGENE G. DOWNEY 


GARDEN CITY, N.Y—Amos E. 
Redding, secretary Aetna Casualty, 
called the independent agent “Our 
No. 1 Man” and said if the agents 
don’t succeed, neither will the com- 
panies. The fundamental objective of 
the business is selling, he declared, 
and the creative salesman is paid far 
more than the detail worker today. 

Mr. Redding’s address was enthusi- 
astically received at the annual down- 
state meeting of New York State Assn. 
of Insurance Agents here. More than 
600 attended the meeting. 


Blum Moderates Panel 


Arthur F. Blum, of Rockaway Park, 
president of the association, moderated 
the panel on which Mr. Redding was 
the closing speaker. Discussing the 
producer’s place in the insurance field 
were George A. Ward, Staten Island, 
for the agent; Alex Goldberger, Brook- 
lyn, for the broker, and Claude Rice, 
Babcock & Wilcox, for the buyer. 

The analogy between the old retail 
grocer and the supermarket, and the 
independent agency system and direct 
writers is not valid, Mr. Redding as- 
serted. Most forms of insurance have 
to be sold. There is no salesman in 
the supermarket, just a clerk. If a com- 
pany does not have a local agent, then 
it will fail to get business in any com- 
munity. 

Mr. Redding, who founded and is 
director of Aetna Casualty’s sales 
school, said that to become a profes- 
sional insurance agent is a worthy’ 
ambition for any young man. He can 
achieve standing and recognition in 
his community, and he will make 
money. Many salesmen of direct writ- 


Y. Downstate Meet 


er organizations are keen to become 
independent agents, for that very rea- 
son, Mr. Redding said. 

He listed some new developments 
which represent an expanding market 
for the aggressive agent. They are the 
blanket crime form, commercial prop- 
erty policy, broad form storekeeper’s, 
special office contents, and the salary 
budget plan. 

He differed with those who say 
companies do not have the interests 
of agents at heart. He urged the 
agents not to be carried away by in- 
ternal problems, but rather to con- 
centrate on creative selling. 

John W. McDonald, vice-president 
Recording & Statistical Corp., in dis- 
cussing office accounting systems, in- 
dicated that it is often better for an 
agency to call in a service company 
and get advanced electronic service 
on an as-needed basis. He recom- 
mended that even larger firms explore 
the electronics field in this way, rather 
than rush head-long into necessarily 
costly rentals. 

E. Vernon Roth, secretary Surety 
Assn. of America, pointed out that 
with the coming elections, newly 
elected officials represent a good mar- 
ket for fidelity bonds. Expanding com- 
munities tend to broaden the local 
agent’s market for fidelity-surety cov- 
erages of construction firms, banks 
and financial institutions, he said. 


Schwab’s Charges 


Arthur L. Schwab, Staten Island, 
chairman of the association’s legisla- 
tive committee, charged companies in 
New York with misusing the rating 
section of the New York law in order 
to fix prices in concert. He said they 

(CONTINUED ON PAGE 30) 





Pacific Fire Rating 
Bureau Elects Rusher 
President At Annual 


PHOENIX—William H. Rusher, as- 
sistant manager of Hartford group, was 
elected president of 
Pacific Fire Rating 
Bureau at its an- 
nual here. He suc- 


ceeds Peyton Y. 
Alverson, Northern 
Assurance. 


R. E. Alderman, 
Royal-Globe 
group, was elected 
vice-president, and 
William E. Match- 
ett, America Fore 
Loyalty group gov- 
erning committee 


P. Y. Alverson 


chairman. 

Elected to 2-year terms on the com- 
mittee were: W. B. Barton, London & 
Lancashire; J. A. Bunting, Rathbone, 
King & Seeley; L. G. Doyle, Glens 
Falls; P. F. Kingsley, Fireman’s Fund; 
C. C. Luce, Phoenix of Hartford; E. E. 
Simpson, St. Paul companies, and D. 
E. Waggaman, Commercial Union 
group. 

Named for one year tenures were: 
I. C. Faber, National Union compa- 
nies; P. P. Lynch, Industrial Indem- 


nity, and W. B. Miller, American 
group. 
Holdover members are E. W. 


Church, Crum & Forster; Robert A. 
Matthew, Great American group; F. 
J. Pelletier, Landis Pelletier & Par- 
rish; R. R. Reutepohler, Springfield 
F.&M.; Philip S. Rowan, Home, and Mr. 
Matchett. 


Add 10 Cents To United Dividend 

Directors of United of Chicago have 
added 10 cents to the quarterly divi- 
dend payable Dec. 1 to stock of record 
Nov. 16, making the total 27 cents a 
share. 
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New Aviation Po] 
Formed On Coas 
By C. A. Winser 


International Aviation 
Underwriters Has Eight 
Companies; Brown Is V.p 


SAN FRANCISCO —Internatig 






















































with headquarts 
on the West Coa 


ident, t 
W. Brown is yj 
president. 

It is the first 
ation pool eneg 
passing a subst: 
tial number 
companies to 
formed in 30 years, a fact of my 
interest to the industry in view 
the O’Mahoney hearings on the aviatj 
insurance industry last year. 

IAU will serve initially as aviatis 
insurance managers for the follow; 
eight companies: Peerless; Stuyvesay 
American Fire & Casualty; St. 
F.&M.; Transit Casualty; Equity Ge 
eral; New Zealand and Standard 
Tulsa. Additional companies are q 
pected to join the pool at a later date 

IAU will operate through age 
and brokers only, and will concentr 
on the general aviation market. 
fornia was selected as its headqua 
because it has the heaviest concen 
tion of personal and business aire 
of any state, and because aviatio 
the single largest industry in the st 

The company began operations 
week, with headquarters here in 
Russ Building, and offices in 
Angeles to serve the 13 western st 
Branches will be opened later in 
las, Chicago, and New York. 

Mr. Winser is widely known 
aviation insurance with approxim 
20 years’ experience in the field. 
has originated many of the cove 
and forms presently used, has t 
pacific airline pilot experience, 
flew for the Air Transpurt Co 
during the war. Mr. Brown will} 
the Los Angeles operations. He is 
widely known in the aviation in 
ance field with many years’ ex 
ence. 





C. Anthony Winser 





Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Co 
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wright Mr. Za’s answer to direct-writing competition: 
North, south, east or west, MERITmatic is the best! 








And a complete answer it is. MERITmatic is competitively expirations. Decreases overhead, increases income. 
alty priced. Written with a ball-point pen and delivered on Want to sell instead of bookkeep? Earn instead of juggle 
spot. Automatically renewable and payable quarterly or papers? Be an Insureman. Sell MERITmatic! Details? 
u & Co, semi-annually. But it’s still quality protection in a top Just ask us! 
company, and with local agency service. MERIT matic not yet available in all states. Details on request. 
ding Completely in line with Insuremanship*, AMERICAN GUARANTEE & LIABILITY INSURANCE COMPANY 
Zurich-American’s concept of modern selling neemaicpuaalareemenetivesiect > sadenerenmans 
- CG ZURICH LIFE INSURANCE COMPANY 


...cut out the paper work...get down to the sell. Head office * 135 South LaSalle Street, Chicago 3, Illinois 


OFFICES IN PRINCIPAL CITIES: New York, Bosto ovidence, New Haven, 
Buffalo, Amsterdam, Orange, Philadelphia, Pittsburgh, Baltimore, 
Greensboro, Charleston, Savannah, Atlanta, Birmingham, Canton, 
Cleveland, Cincinnati, Detroit, Grand Rapids, Minneapolis, Milwaukee, 
Chicago, Jackson, Dallas, St. Louis, Kansas City, Denver, Seattle, 
Portland, Sacramento, San Francisco, Fresno, Los Angeles, Phoenix. 
©1959 Zurich-American Insurance Companies *T™M 





MERITmatic bookkeeping is handled by elec- 
tronic brain. Sends notices, pays commissions 


monthly (new and renewal). Agent owns all 




























TWO NEW 
LOW-COST SYSTEMS 
IBM 1401 CARD... 
IBM 1401 TAPE 


with stored program 





speed and ability 


Never before has so much powerful data processing ability 
been built into such low-cost systems! For in these two new 
IBM 1401 Systems you get features previously found only in 
the larger data processing systems. With 1401 Systems fewer 
machine units do more jobs .. . at higher speeds . . . with 
greater accuracy and reliability . . . at lower job cost. 


To assure you of more production per data processing dollar, 
IBM’s concept of Balanced Data Processing gives you com- 
patible input, processing and output speeds, backed by 
unequalled customer service. Drawing on all the experience 
gained in developing the world’s largest and fastest computers, 
these low-cost 1401 Systems bring you these large computer 
features: 


Solid State Design—and transistorized throughout to give 
you a compact system with greater accuracy and reliability. 
This powerful system involves no special construction... 
no air conditioning. 


Stored Program—gives you the fully automatic processing 
of electronic systems. It is the key to simplified, economical 
operation. Completely flexible, a stored program permits you 
to switch easily from one type of job to another. 


Magnetic Core Storage—the most powerful type storage 
available. To increase this power even further, the core memory 
of the 1401 accepts variable-length data and instructions, to 
permit the storage of only useful information. Choice of 1400, 
2000, or 4000 positions of storage means you select the size 
storage to suit your needs. 


High-Speed Printing—these 1401 systems feature an exclu- 
sive new concept of printing. A horizontally rotating chain prints 
high-quality, perfectly aligned copy. A dual-speed carriage 
permits printing at the rate of 600 lines a minute, skipping 
blank paper at 27,000 lines per minute to produce more docu- 
ments per dollar. Completely flexible editing and print format 
is provided by the central processor. 


Your local IBM representative will explain the many applica- 
tions and unusual features of the new 1401 Systems. Call him 
today. These systems, like all IBM data processing systems, 
may be purchased or leased. 


BALANCED DATA PROCESSING 
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1401 CARD SYSTEMS 


These stored program systems now bring the power of elec- 
tronics to IBM card systems. They automatically handle the 
work of accounting machine, summary punch, and calculator, 
but at far greater speed, and with more flexibility and accuracy. 


Input is faster—IBM cards are read into the system at the 
rate of 800 per minute. Data is processed automatically under 
stored-program control. Manual card handling is minimized. 


Output is faster—documents are printed at the rate of 600 
lines per minute, cards punched at 250 per minute. The system 
will turn out, for example, as many as 230 checks in one 
minute—again, more documents per dollar through Balanced 
Data Processing! 


Thru-put is faster—data flow is automatically checked for 
accuracy and speeded all along the line. A unique Card Read- 
Punch combines card input, output, and summary punching 
functions. Five radial stackers accept cards that are selectively 
separated under stored program control. 
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1401 TAPE SYSTEMS 


IBM 1401 Tape Systems give you added power through use 
of up to six magnetic tape units. These units feed data into the 
system at the rate of up to 62,500 characters per second ... 
record processed results at this same peak speed. 


1401 Tape Systems are also extremely valuable as off-line 
auxiliaries to large data processing systems. They can edit 
tapes prepared for larger IBM systems. They make possible 
a tape-oriented IBM 7070 configuration that provides higher 
speed input and output and makes for job cost improvement. 


When tape units are added to 1401 Systems, you get greater 
flexibility and storage advantages, too. IBM tapes provide 
extremely compact storage of variable-length records—the 
equivalent of 129,000 IBM cards on a single reel. Tape records 
can be of variable length, and are read into and out of the 
system automatically. Also, tapes can be erased and re-used 
to minimize your record-keeping costs. 
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Cherverton Is Named 
To Head California 
Agents’ Association 


Milton R. Cheverton was elected 
president and state national director 
of California Assn. of Insurance 
Agents at the annual meeting at Los 
Angeles. Jack C. Schroeder, Chico, is 
the new vice-president and Harry R. 
Schroeter Jr., Oakland, took over 
Mr. Schroeder’s former duties as sec- 
retary-treasurer. 

Mr. Cheverton is president and gen- 
eral manager of the Milton R. Chever- 
ton Co., San Diego, which he formed 
in 1952. He is a past president of In- 
surance Agents Assn. of San Diego 
and became a director of the Califor- 
nia association in 1956. 

In taken over the dual roles, Mr. 
Cheverton succeeds Roger Chickering, 
Oakland, a past president, as state na- 
tional director. 

Three of four resolutions adopted by 
the convention reflect the California 
agents’ concern over the dissolution of 
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the Pacific Board and the attendant 
realignment of producer-company liai- 
son. 

In addition, the agents took cog- 
nizance of the difficult times through 
which the officers guided the associa- 
tion and in ‘a special resolution com- 
mended the outgoing administration 
for “vigilant attention to the problems 
and the prompt and thorough care of 
all duties.” 

With the agents’ anti-trust litiga- 
tion awaiting a decision from federal 
court, “corridor” discussion of the case 
at the convention was limited to 
“suessing” what the ruling will be. 
Joseph L. Alioto, agents’ counsel in the 
anti-trust action against seven com- 
panies over reduced auto commissions, 
was not brought to the business meet- 
ing this year. He had appeared at last 
year’s session in San Francisco to an- 
swer questions as the agents were pre- 
paring their case. However, officials 
expressed their continued confidence 
in an eventual decision upholding their 
position. 

St. Lawrence of Chicago has ex- 
tended its operations to the plate glass 
field, writing either full or 50/50 cov- 
erage. 
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810 Baker Building 
Minneapolis 2, Minnesota 
FEderal 9-5847 





REINSURANCE BROKERS 
Exclusively 


More thar a quarter century of constant 
progress and growth through unexcelled 
service to insurance companies. 


* ACCIDENT AND HEALTH 


A. E. STRUDWICK CoO. 


Large Enough to Serve You Well... 
Small Enough to Want to 


* AVIATION 
* LIFE 

* MARINE 
* HAIL 


LOO 


208 South LaSalle Street 
Chicago 4, Illinois 
CEntral 6-9141 
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FIVE OTHER 
DAY AND NIGHT OFFICES IN: 
* 

PROVO, UTAH 
317 West Center Street 
FRanklin 3-5940 
* 

OGDEN, UTAH 
515 Eccles Building 
EXport 2-8911 
* 
POCATELLO, IDAHO 
First Security Bank Bidg. 
C€dar 3-2762 
* 

IDAHO FALLS, IDAHO 
258 Broadway 
JAckson 2-3431 
. 

TWIN FALLS, IDAHO 
121 Second Ave. East 
REdwood 3-4576 
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Colo. Agents’ Meet 


Is Produced By 
Professional Talent 


The program of Colorado Insurors 
Assn. at Colorado Springs Oct. 29-31 
contained an innovation in the agency 
ranks in that it was produced and 
presented by professional talent—the 
Merrett-Adams Training Institute of 
Shreveport, La. 

At the business session, J. R. Wells, 
Grand Junction, was elected presi- 
dent for 1960. The members of his 
official staff are: Vice-president, James 


M. Kellett, Denver, vice-president; 
William Galyardt, Fort Collins, re- 
elected secretary; James Caldwell, 


Colorado Springs, reelected treasurer, 
and Norman V. Cohn, Denver, state 
director. 

New directors elected were John M. 
Sommer, Denver; E. R. Mullennix, 
Pueblo; G. R. DeBockhorst, Denver, 
and Dorsey Hawkins, Paonia. 

The Merrett-Adams group received 
a standing ovation at the end of the 
convention. Response to the unique 
presentation, one feature of which was 
complete absence of speakers except 
for the NAIA president, was the at- 
tendance even of the wives who were 
intrigued with the unusual presenta- 
tion. 


Led ‘Creative Thinking Sessions’ 


James T.. Adams of Merrett-Adams, 
led “creative thinking sessions” on 
how to compete with direct writers, 
how to attract career men into agen- 
cies, making use of available time, 
prospecting, and other pertinent top- 
ics. 

Merrett-Adams is believed to be the 
only company specializing in develop- 
ing salesmenship courses for local 
agents. The meeting had as its theme 
the idea that selling should be a 
science and that “salesense” is an es- 
sential answer to the problem of the 
agent. 

The founders local board award 
went to Colorado Springs, the member- 
ship development award to Western 
Colorado Insurors, the public relations 
and advertising award to Jefferson 
County Insurors, and the civic contri- 
bution award to Denver Insurors Assn. 

Thurston H. Jenkins, Denver, won 
the “Insuror of the Year” award. 

The national association was repre- 
sented by Paul H. Jones of Tucson, 
president, who spoke on “Our Part in 
a Time of Change.” 


Fund Offers Credit Card 
A&S In California 


A&sS issued through credit cards has 
been introduced in California by Fire- 
man’s Fund. Credit card A&S will be 
offered to three million Bank of Amer- 
ica cardholders in the state. Non-card- 
holders may participate, subject to the 
bank’s acceptance of their applica- 
tions. 


Credit Insurance 
Rule Issued In Ky. 


Commissioner Thurman of Kentucky 
has issued regulations for policy forms 
and premiums of credit life and credit 
A&S. He accompanied the regulations 
with a statement which said, among 
other things, that agents look for the 
company which pays the highest rate 
of commission “and so the agent se- 
lects the company which has a higher 
premium and can thus afford a higher 
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commission. Such procedure js oh. 
ously not in the public interest bees) 
the primary concern appears to be 4 
enrichment of the agent at the expend 
of the insured.” j 

The rules include one which calj ¢ 
losses to be at least 50% of premiyy, 
An example is given of a Company 
which in 1958 had premiums jn Ken; 
tucky of $400,000 and paid losses f° 
$110,000, a ratio of 27.5%. The regy.t” 
tions would require that in the follow a 
ing year on the same number of yj 
the company would collect $222,009, 


omy 
meet 
Insui 
Assn 


were 
in Di 
mani 


Variety Of Talent 
To Address IAC pm: 


Nicholas Samstag, promotion dire adj 
tor of Time magazine, and a numb ginn 
of other outstanding speakers will ap}ihe « 
pear before the midyear convent; busi 
of Insurance Advertising Confereng insu! 
in New York Nov. 18-19. 


is 
Among the advertising and ingy. te 
ance industry figures scheduled cont 


speak are: Carl Harris, vice-presiden) 
Young & Rubicam, New York adyg.{Nee¢ 
tising agency; William Gillam, map. 
ager research division National By, 
reau; Howard A. Berrian, assistay) 
general sales manager C. F. Mueller 
of Jersey City; Herbert Kramer, ai. 
vertising manager Travelers; H. Pa 
Abbott, personnel secretary Nort 
America; and C. F. Scheer, advert 
ing manager Zurich. A panel di 
sion will have as chairman Williar 
J. O’Meara, assistant advertising di 
rector Aetna Casualty. spor 

Mr. Harris will present material def.) 
veloped by Young & Rubicam to stim rea 
ulate creative thinking. “The Speci 
Automobile Policy and Safe Dive; 
Program” will be discussed by M 
Gillam. Mr. Berrian will talk on th 
dealer relationship and sales prom@yos 
tion allied to it. Mr. Kramer will de@.no, 
with life insurance advertising as ré 
lated to advertising in the casuall 
property fields. A new employe re 
tions program for North America \ 
be explained by Mr. Abbott. Miy,, 
Scheer will cover “Mr. ZA - from 
to Z” in a discussion of Zurich’s cu 
rent ad program. The panel und 
Mr. O’Meara will deal with the a 
vertising and sales promotion of ne 
policies. 

The general theme of the mee 
ing, according to program chairma 
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T. Ramsay Taylor, assistant secretary... 
U.S.F.&G. and Ist vice-president @.,,; 
IAC, will be “How to Do It.” savi 
— erty 

witl 

Crum & Forster Pays Extra |;, 


Crum & Forster has declared an etiile 
tra dividend of 40 cents a share 
holders of record Nov. 25. The competly ¢ 
ny has changed the dates for paymen!jmu 
of regular dividends from Januaty, 
March, June and September to Marehjdist 
June, September and December. [hdsior 
first quarterly payment in 1960 will fied 
made in March. 












Gore Officials Leave For Europe |‘ 
Frederick P. Gore, president, ait hf 
John C. Brogan, executive vice-pres'} ” 
dent, both of R. H. Gore, Chicago, have" 
left for an extended European bus: 
ness trip. Expansion of the Gore It lust 
terests, which include the recently a} 
quired international reinsurance fim, 
of J. H. Lea & Co., has necessitatel]™ 
closer liaison with European markes}"* 


according to Mr. Gore. he 
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Robert M. McKenna has been igo 


pointed vice-president of the M po 
agency of Green Bay, Wis. 
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~ mutual company managers must 
Ms in Ken 


; uickly and greatly improve their prop- 
id losses , ity loss adjustment facilities if their 
The regula sanizations are going to maintain a 
the follow opetitive position, a special joint 
ber Of risky neeting of Federation of Mutual Fire 
3222,000, Insurance Companies and National 
Assn. of Mutual Insurance Companies 
were told at the NAMIC convention 
=nt in Dallas by Don T. Hawkins, assistant 

manager of the Mutual Loss Research 
C Bureau. He warned that the “laxity 
, which has prevailed in property loss 
Otion dire. adjustments since World War II is be- 
1 a numbe ginning to have serious effects upon 
ers will apJine economic welfare of the insurance 
Conventig}pysiness, and that the stock property 
Confereng: insurers already have tightened up 
this function by merger of adjusting 
bureaus and improvement of internal 


controls. 


and ingy. 
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ational By, 


Need Field Supervision 


The most pressing need is for ade- 
quate field supervision, he said, in 
n, assistan}ine form of a cadre of qualified and 
Mueller (ij trategically located men to maintain 
Ncloser liaison with field adjusters. 
The procedures and standards pro- 
“4 gram instituted by mutual loss man- 
agers last year should be followed 
closely. Companies must gain better 
re control over loss assignments. Most 
ertising difinking producers do not like the re- 
: sponsibility of assigning losses, but 
naterial defio6] they need it as a competitive 
am to stim weapon. The privilege of assigning 
The Spetidiicces has been abused by an “ava- 
Safe Divé.icious minority.” Many mutual and 
tock companies have regained com- 
lete control of loss assignments, have 
; rofited thereby, and have experi- 
er Will de@enced much less resistance than ex- 
ISINg aS THnected, he declared. 
he casual} Continuance of unfit and unworthy 
iploye rel@ersonnel in the adjusting business 
hould be made unprofitable, Mr. 
awkins said. It should be made hard- 
r for such persons to enter the busi- 
mess. There should be more formalized 
anel undd-ducation for adjusters, instead of the 
ith the @f,and-me-down, do-it-yourself basis 
ion of ne ow prevailing. 


liars Over Cents 


Mr. Hawkins criticized company pre- 
it secrelaMscupation with striving for penny 
resident “savings in expense, rather than dollar 
savings in losses. He held the prop- 
erty loss ratio can be reduced 10% 
without harm to any legitimate claim. 
He said Mutual Loss Research Bureau 
files over a period of several years 
show “amazing laxity” to which hard- 
ly any section of the country is im- 
mune. They show failures to inspect 
losses, even though some are sizable; 
distortion of facts in reports; conver- 
sion or mishandling of salvage; falsi- 
fied amounts on proofs of loss; and 
Perpetration of fictitious claims. In a 
few cases adjusters have been found 
splitting overpayments with an agent 
of tradesman. Many adjusters of 10 
0 20 years’ experience never have 
ad anyone make an on-the-spot re- 
ew of a single loss. Very few com- 
panies make field checks on staff ad- 
listers, although office loss files are 
reviewed. 

_In opening the special joint meet- 
ng James D. Fletcher, president North- 
vestern Mutual and president Fed- 
‘tation of Mutual Fire Insurance 
Companies, held that in the rapidly 

insurance business there is 
oe eon oNing Stress on management re- 
Ponsibility. Experts who advise fi- 
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Challenges To Mutual Management 
Described By Battery Of Speakers 


nancial institutions or insurance com- 
panies have questioned the perform- 
ance charts of many companies—large 
and small, stock and mutual. Some 
ask whether the day of the small and 
medium-sized property-casualty com- 
pany is over, and warn that too 
many insurers are buying business of 


doubtful quality with both commis- 
sions and policyholder dividends. When 
such comments can be made, it is time 
for insurance organizations to exam- 
ine their own management and stew- 
ardship, he said. 

“In the mutual field today there is 
an urgent need to return to those mu- 
tual precepts of operation upon which 
our business and our companies were 
built,’ said Mr. Fletcher. “We need a 
revived realization that underwriting, 
selection and expense control are more 
important today than yesterday when 
a high degree of rate redundancy 
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could atone for many omissions of un- 
derwriting judgment.... Growth 
represented by a normal increase in 
premiums is the lifeblood of the 
business. But when a flood of unsea- 
soned volume siphoned into any 
mutual book of business it takes rare 
talent to separate the wheat from the 
chaff, and the cost of financing an 
abnormal increase in unearned pre- 
miums creates stress on surplus funds.” 

Today too many rejected risks of one 
mutual company are immediately 
picked up by another and hungrier 

(CONTINUED ON PAGE 23) 
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WILLIAM L. MCCURDY (standing), Los Angeles Regional Man- 
ager, with (left to right) MARTIN TURNER, Special Agent, San 
Fernando Valley, West Los Angeles, Ventura County, Santa 
Barbara County; GEORGE STACEY, Special Agent, Long Beach, 
Beverly Hills, Coastal Cities, Southern Section Los Angeles City; 
JOHN F.MACKEY, Marine Manager, Southern California, Southern 
Nevada, Arizona; LUTHER A. ROBERTSON, Special Agent, Los 
Angeles Metropolitan Area; DON H. BREITENBACH, Special Agent, 
Manager of San Diego Branch Office, servicing San Diego 
County, Imperial County, State of Arizona; and ROBERT M. 
ALLING, Special Agent, Eastern portion of Los Angeles County. 
Riverside County. San Bernardino County, Clark County, Nevada. 
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better service. 








Independent Insurance Agents across the continent 
depend on the Boston Insurance Group’s decentralized 
“Local Home Office” facilities for fast, direct service 
wherever they live. Implementing the complete Home 
Office assistance afforded by Boston’s 12 strategically- 
located Regional Offices are 44 Principal Branch and 
Service Offices, and 12 Managing General Agencies . . . 
assuring Agents throughout the country of closer contact, 
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* Regional Office M Principal Branch or Service Office @ Managing General Agency 


Combined with these modern service facilities is a tradi- 
tion of integrity and dependability, recognized by more 
than 8,000 Agents writing in all States, the Common- 
wealth of Puerto Rico, Virgin Islands, Hawaii and 
Canada...and in foreign countries through our foreign 
department, the American Foreign Insurance Associa- 
tion. The Boston Group’s concept of modern coverages 
can help you serve your clients better, too. Contact your 


nearby Boston Insurance Group Office for details. 


BOSTON INSURANCE GROUP 


BOSTON INSURANCE COMPANY 
OLD COLONY INSURANCE COMPANY 
BOSTON INDEMNITY INSURANCE COMPANY 


EQUITABLE FIRE INSURANCE COMPANY e CHARLESTON, SOUTH CAROLINA 


87 KILBY STREET 
BOSTON 2, MASSACHUSETTS 


You! 
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fence controllers are causing losses of 
many thousands of dollars each year.” 

Mr. Zeiter said he came across the 
fence controller problem while investi- 
gating a series of five barn fires on 
five successive nights, all within a 10 
mile radius. When he was unable to 
find any other cause of fire, hs 
checked the electric fences. He learned 
that the wire from the controllers was 
mounted on the barns of the two losses 
he was most interested in, and the 
fences were operating at the time of 
the fires, which occurred during 
storms. Both farms used the “X” con- 


Blames Faulty Electric Fences For 
Halt Barn Fire Losses In The U. S. 


Electric fences carry enough current 
to shock cattle and keep them away 
from the wire. The important element 
of the method of fencing, Mr. Zeiter 
explained, is to know the maximum 
current which, within certain limits 
of frequency and time of contact, can 
be considered safe. These fences, he 
added, are as much a part of a farmer’s 
equipment as his tractor, but insu’- 
ance men should realize that “certain 


Etna Aid of the Month 


One of the minor sensations of the 
meeting of National Assn. of Mutual 
Insurance Companies at Dallas was 
the statement of Frank Zeiter, head 
of the investigation department of 
Frankenmuth Mutual, that more than 
half of the barn fires in the U.S. are 
caused by faulty electric fence con- 
trollers. Mr. Zeiter pinned the greatest 
part of the blame on a single un- 
named manufacturer. 





GOOD SALES 
ahead during the big 


GIFT SHASON 


With Attna’s 
Personal Articles Floater 


On Christmas Day countless men and women 
will be under-insured — perfect prospects for 
the “all risk” protection you can offer. 

Have you considered suggesting to your 
clients that when they give a valuable present, 
they also give an insurance policy? 


Why not make the upswing in luxury 
purchases your big “door opener” for 
personal lines new business in ’60. 
We have an attractive point-of-sale 
visual aid to help you. Just ask 

your Aétna Fieldman. 
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Worldwide Insurance through our Foreign Dept., AFIA 


troller. A series of tests convince Mu 
Zeiter that the fires had been ¢g 

by snow blown against the barn cays 
ing the wood to become wet enough », 
carry a current. The wind also ble: 
the wire back and forth against 4, 
building, causing an arc. The conditj, 
lasted long enough to ignite the wo, 


clared, farmers made their own elegiy 
fences, but they caused a number , 
deaths to humans and animals y, 
caused many fires. Underwriters La, 
oratories was requested to conduct - 
series of tests to determine what woy 
be required of a fence controller ; 
order to be safe. The laboratorie 
established the basic requirements {i 
electric fences, allowing for max, 
mum output of current and maximy 
“on” time of the current safe ;, 
humans and animals, as well ag gi 
from the fire hazard standpoint, Th 
“xX” 9 
Underwriters Laboratories label, and 
experiments conducted by Mr. Zeit 
indicate it does not meet the laborator 
requirements. 


Case Histories Lacking 


been generally known to have caused 
fire, there are no case histories ; 
justify any radical action on the pay 
of anybody, Mr. Zeiter observed. Hoy 
ever, 
would investigate every farm fire hj 
thoroughly and run them through 
central agency “it would only be 
matter of a short time until we h: 
evidence enough to support any acti 
we deemed desirable.” 


determining 
matter of circumstancial evidence, Mj 
Zeiter said. It is almost impossible { 
state positively that a fence controll 
caused a fire, and “this is the rea 
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In the late 1930s, Mr. Zeiter « 


” 


controller does not 


have thy 


Since fence controllers have pg 


if every member of NAMM 


Most farm fires are a total loss ap 
the cause is largely 

















these manufacturers have not 


sued.” But, he commented, the ji 
vestigator can eliminate all oth 
possible causes and show that 


controller could have caused the fir 
Mr. Zeiter recommended that co 
panies inspect their risks. He su 
gested also that companies work wi 
fire departments, state police 
schools to demonstrate the hazards 
fence controllers and disseminate ti 
information through them. 


Louisville Board of  Insura 
Agents held an educational meeti 
on the new, new, homeowners pol 
cies. William E. Clark, assistant ma 
ager Kentucky Inspection Bureau, w4 
guest speaker. 





K. L. PEARCE COMPANY 


PAYROLL AUDIT SERVICE 














PAYROLL AUDIT SERVICE—has the ability ond 
get-up to get the job done adequately. 

PROMPT SERVICE—Payroll and other casualty 
audits by representative field auditors. 


AGENCY CONTACT ALWAYS 








HOME OFFICE: INSURANCE EXCHANGE Bidg. 
DES MOINES, IOWA * Phones CH 3-8649, CH 3460 
1OWA © MINNESOTA © Gagorns @ NEBRASKA 
MISSOURI © ILLINOIS © WISCONSIN ¢ INDIANA 
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FeNATIONAL UNDERWRITER 
ber 6, 19 November . 1959 te 


ivinced he 
een ca 
barn cay 
U enough », 
1 also ble, 
against th. 
1€ Conditip. 
e the wog 
Zeiter ¢. 
OWN electy; 
number 
nimals ap 
vriters Lah 
> COnduct ; 
what wou; 
cnt Now 
laboratoried 
“ae for e 
or = maxiJ 
‘a Available 
nt safe 4 
well as sais 
doo Through 
| have th 
+ label, anj 


. ol Beauty Shop’s 
, tl Own Agent 


have cause 
histories ; 

on the par Or 
erved. Hoy. 
of NAMI 


vm fie Broker... 


| only be 
intil we he 
rt any actio 

























































otal loss an 
is largely 
~vidence, Mi 
mpossible { 
ce controll 
s the reasd 


















police 
1e hazards 
‘seminate ti 


oe HAIRDRESSERS’ AGENCY, INC. — Underwriting Managers of Beauty Shop Liability 
Insurance for The Employers’ Group of Insurance Companies, offers tailor-made 

protection that includes malpractice, products and premises liability coverage and 

specialized claim supervision. This latter service not only involves the evaluation of 

damages but also operates to help protect the beauty shop’s professional reputation. 
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Hairdressers’ tHe Employers’ Group 
Agency, Inc OF INSURANCE Ge COMPANIES 
9 a 


THE EMPLOYERS’ LIABILITY ASSURANCE CORP.. LTD. * THE EMPLOYERS’ FIRE INSURANCE CO. 
AMERICAN EMPLOYERS’ INSURANCE CO. © THE HALIFAX INSURANCE CO. OF MASS. 





175 William Street, New York 38, N. Y. 




















Companion Advertisements appear in the National Beauty Trade publications American Hairdresser and Modern Beauty Shop. 
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Watt Relates Evils Of 


Chicago Claim Assn. opened the 
1959-60 season with a well attended 
and_ enthusiastic 
gathering which 
featured a stimu- 
lating discussion of 
the A&S picture by 


Paul W. Watt, 
president Wash- 
ington National. 
Mr. Watt focused 
attention on the 
question of gov- 
ernmental super- 





vision of insurance 
on the federal and 
state levels, and 
what can be done to prevent further 
encroachment by the government into 
the insurance business. 


Paul W. Watt 


HA2eNATIONAL UNDERWRITER 


Forand Bill 


With reference to the Forand bill 
and its potential cost to the public, he 
offered the view that good judgment 
would seem to dictate a closer look at 
the effects of such legislation where 
it has been tried. England’s national 
health service bill was enacted in 1948 
with an original cost estimate of £130 
million per year. Today it is costing 
£690 million per year. In another 10 
years the program will result in an 
estimated annual bill of £1.4 billion— 
nearly $4 billion—if it is allowed to 
continue on its present basis, and, to 
quote the London Express, “free medi- 
cal care would bring England to the 
verge of penury.” 

Government hospitalization  pro- 
grams closer to home can be found in 

seven of the 10 Canadian provinces, he 








GULF INSURANCE COMPANY 


ATLANTIC INSURANCE COMPANY 


DALLAS 
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said. In Saskatchewan, after one year 
of operation, the cost has proved to be 
nearly half again as much as the 
original estimate. The latest figure is 
23% of the general expenditures of the 
province—more than for education or 
for needed highways. In British Co- 
lumbia, the annual cost of a plan 
adopted in 1949 has now tripled. 

The cost of the Forand bill has been 
estimated by the Department of 
Health, Education and Welfare at just 
over $1 billion for the first year. In- 
surance actuaries have estimated first 
year cost at twice that amount—$2 
billion. Then there are the taxation 
aspects. More government benefits 
mean increased taxes. 

There are other adverse effects, he 
said. In England, thousands are on 
waiting lists for admission to hospitals. 
There has developed a complete dis- 
regard for the convenience of patients. 
And only one voluntary hospital has 
been built there since the plan went 
into effect. 

Other major differences favor volun- 
tary health insurance over government 
insurance, he said. Voluntary insur- 
ance is written in many forms by 
many types of insurers, and provides 
a wide variety of benefits to suit the 
needs of individuals and _ families. 
Once an insurer devises a better me- 
thod or a better benefit, competitors 
immediately adopt it and try to im- 
prove on it—and the public benefits. 

On the other hand, a governmental 
system would necessarily have to pro- 
vide a rigid pattern of benefits. Any 
changes or improvements in the pro- 
gram would come about only through 
slow legislative and political processes. 
And the pattern of benefits would re- 
main the same for all. 

“One of the fingerpointing wedges 
coming from certain areas concerns 
the aged,” Mr. Watt said. He outlined 
some of the steps being taken by the 
industry in this field, pointing up the 
new issue of individual policies to 
older persons; the providing of health 
coverage which is paid up at 65; 
continuation of insurance on older 
persons, individually and under group 
plans, and after retirement through 
group plans with employer contribu- 
tions. A good estimate would be that 
more than 50% of the aged were cov- 
ered at the end of 1957, he said. Some 
other good estimates are that 65% will 
be covered by the end of 1960, 80% 
by the end of 1965, and 90% by the 
end of 1970. 

In addition, he said, private insurers 
are already doing or considering the 
following: Designing new policies to 
reduce or eliminate termination of 
coverage for deterioration of health; 
the use of substandard underwriting 
with rated premiums at renewal time; 
guaranteeing continuation of coverage 
but reserving the right to adjust pre- 
miums; extension of guaranteed re- 
newable insurance, and experimenta- 
tion in new fields of underwriting and 
coverage. 

Critics of voluntary insurance lose 
sight of an all important fact, he said. 
Changes for the better are being made 
continually, but while this is done the 
companies must remain solvent, and 
reckless underwriting can easily result 
in insolvency—the surest way there is 
to get government into the business. 

“We should know and advertise the 
job being done by private health in- 
surance,” he said. More than 124 mil- 
lion Americans have some form of 
voluntary health insurance; in the 
past quarter century the volume has 
increased 30 times; in the past 10 years 
it has doubled. During the first six 
months~of 1959 benefits paid under all 
A&sS policies totaled $1,445,000,000, up 






Novem! er 6, 


Sonic Boom Loss Is 
Held Tax Deductible 


Internal Revenue Service has 
that taxpayers may deduct losses fron 
damages due to property as the regy 
of sonic boom. The ruling was made j 
a case where planes performing ip » t 
air show exceeded the speed of soyy 
at an altitude lower than usual fp 
such activity. The resulting sonic boon 
caused damage to business and no, 
business property through glass brea. 
age, cracks and crevices in the walk 
and shifting of foundations. , 

Section 165 of the internal Tevenys 
code of 1954 provides in part thy 
deductions may be taken for losses y 
property, not connected with a tray 
or business, if such losses arise frop 
fire, storm, shipwreck or other casyg). 
ty, or from theft, and are not conf. 
pensated by insurance or otherwig§, 
Several court decisions have held thy 
sonic boom damage is not cover 
under extended coverage. 

The department said that the tem 
“other casualty” relates to an accidey 
analagous to those specified and aly 
embraces losses arising suddenly ¢ 1 
unexpectedly. In the case under cop.§ | 
sideration, sonic boom met the lattel 
description and damages were there. 
fore deductible. Taxpayers claimix 
such deductions must prove that pn. 
perty damage resulted directly frop 
sonic boom. 





§ age 





7.2% over the same period in 1958. 
“In addition to improving its prod. 
uct, the insurance industry should 
direct much effort toward improving 
public relations through individuak 
claim representatives and trade associ 
ations. We should let the public know 
what has been done, what is being clas 
done, and what the dangers are 0§;. , 
governmental compulsory plans. res 
“The picture is not dark at all,” ky pre 
said. ““‘We have problems, yes—but wi an. 
shall always have problems, and Wi cat 
can meet them if we demonstrate bi tra, 
positive action that we are willing 
able, ard anxious to do the job.” 













Useful to you 
and your clients... 


M** BROKERS and agents use out 
brochure, “Appraisal Procedure, 
in discussions with their clients. It & 
plains the step-by-step procedure fd 
lowed in authoritative appraisals 
industrial, commercial and institutional 
properties. 

“Appraisal Procedure” also answes 
the many and frequent questions about 
appraisals your clients may have. 

Our booklet, “What The Businessman 
Should Know About Fire Insurance 
(100 pages of valuable informatio®) 
will also be appreciated by your clients 

A supply of these brochures 
booklets is available to you without 
cost or obligation. Write Dept. NU. 


THE LLOYD-THOMAS co. 
Recognized Appraisal Authorities 
4411 Ravenswood Ave., Chicago 40, Ill. 
Offices Coast to Coast. 

First for Factual Appraisals Since 1910 
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Competition which reduces the cost 


3 of insurance by appealing solely to 


“the best of the best classifications” 
and without otherwise reducing over- 
ll losses through an organized loss 
prevention program is not fair, Harold 
G. Evans, president American Casual- 
ty, told California Assn. of Insurance 
Agents at the annual meeting in Los 
Angeles. 

“While reasonable competition is to 
be desired, it must be tempered with 
common sense,’ Mr. Evans said. “The 
very peculiarities of the business 
would dictate a proper balance be- 
tween unremitting competition and 
strict regulation. This is important in 
the interest of maintaining unques- 
timable solvency and affording the 
broadest possible market to enable the 
insurance industry to provide insur- 
ance to all worthy applicants, on a 
purely voluntary basis, and at reason- 
able and equitable competitive rates.” 

Mr. Evans said auto insurance has 
such an impact on the social and 
economic life of the country, and is so 

























important to the continued success of 


“agents and their companies, that it 


must be kept in the fold of private 
enterprise. “Selfishness and _ special 
interest have prevented industry ef- 
forts to succeed,” he declared, “al- 
though the solution would appear to 


"I be apparent. Unwillingness to give and 


take has created this chaotic condi- 


*§ tion.” 


Uniform Classification Essential 


Mr. Evans said a relatively uniform 


inf classification of risks, rates and plans 


is essential in order to produce a rep- 
resentative of book of business and 


* prevent selection against the company. 
Any wide departure in either classifi- 
¥cation, rates or plans, that would at- 
_“Htract a superior class of business, he 
‘ssaid, would result in an inferior class 


at inadequate rates for other compan- 
ies, and the vicious cycle of increased 
rates and decreased selectivity com- 
mences. 

Texas, with its absolute uniformity 
of coverage, classification and rates, 
will have less trouble in effectively 
administering its recently announced 
merit-demerit plan and come closer 
to achieving the desired results than 
any other plan announced thus far, 
said Mr. Evans. “Complete uniformity 
is obviously essential to make a merit- 
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American Casualty President Calls For A 
Mandatory Auto Plan With Uniform Coverages, 
Fewer Classifications And Demerit Rating 


tory program providing uniform cover- 
age with standard provisions covering 
automobile bodily injury and property 
damage liability, including uninsured 
motorists, and medical payments, with 
the physical damage being the only 
optional coverage. A limited number 
of reasonable territorial, youth and 
age classifications with a uniformly 
and strictly regulated demerit rating 
plan designed to severely punish the 
accident producer, and/or traffic viola- 
tor on an equitable point system would 
be required.” 

Most of the European countries em- 
ploy flat rates based on horsepower 
and size of the car, Mr. Evans noted. 
There are no other classifications as to 
age of operator or use of car, and only 
in isolated cases is there any territorial 
differential. Superimposed on this is a 
merit rate that may go as high as 70% 
and extends over a five or six year 
experience period. The merit credit 
then is an effective alternate to terri- 
torial, use and age classifications—one 
properly replaces the other. 

Mr. Evans said insured deserve no 
special recognition for doing what is 
expected of them. Strictly and severely 
penalizing the producer of an accident 
or traffic violator is an effective form 
of punishment. It is as important as the 
extra premium charged and from a 
psychological point of view will have 
a more beneficial effect in preventing 
accidents and traffic violations than 
any other factor. The risk having no 
accident or traffic violations will auto- 
matically benefit to an even greater 
extent and on a simplified basis. 

To minimize adverse _ selection 
against tariff companies, Mr. Evans 
said the premium volume of rate de- 
viators should be increased by twice 
the percentage of deviation for the 
purpose of determining the number of 
AR assignments. They would be re- 
quired to write such business at their 
scheduled rates but not in excess of 
full tariff plus assigned risk surcharge. 
Rates established in accordance with a 
pre-determined statutory formula, 
adequate for all losses, and with rea- 
sonable allowances for agency com- 
missions and company operating ex- 
penses should be provided. 

This plan would leave companies 
free to deviate, Mr. Evans said, if this 
is warranted by their financial condi- 


basis. Experience could be compiled on 
a uniform, credible and meaningful 
basis which would permit subsequent 
refinement and modifications when 
indicated. 

The adoption of such a uniform plan, 
Mr. Evans declared, would “return the 
business to a sound and orderly basis 
—eliminate existing chaos and utter 
confusion—provide a broad equitable 
market—maintain company solvency 
and permit companies and agents to 
plan and think constructively instead 
of continuously being on the defen- 
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Companies and agents could attempt 
to insure every deserving motorist 
under a broad policy with built-in 
protection against damages caused by 
the uninsured and untraced motorist, 
he said, with medical payments to 
complete the protection. Thus it would 
end agitation for compulsory, UJF or 
similar plans, and “equally important 
is the fact that the industry could 
settle down and concentrate and really 
do a job on accident and loss preven- 
tion and rehabilitation of claimants, in 
addition to its present field of sole 
indemnif? cation.” 

















LOSS PREVENTION 
ICE 


SERV 


an IMPORTANT part of 





OFFSHORE OIL 


INSURANCE 


INSURANCE AGENTS and brokers know 
the importance of experienced handling in 
arranging proper coverage, and how much 
proper servicing of losses can mean to the 
insured. In most cases they will recommend 
placing the insurance on offshore oil drilling 
and production equipment with a special- 
ized market such as Southern Marine which 
is located in the hub of the oil industry in 





M tion and a saving in either loss or the Western Hemisphere. 
demerit plan work.” expense could be established. 
The most practical solution to the He said this would provide the type Important too is Southern Marine’s unique Loss 
eo problem,” according to Mr. of competition anticipated by the anti- Prevention Service. Included in offshore cover- 
nts... vans, “is the adoption of a manda- trust acts and on a non-discriminatory age at no extra cost, it is geared to work with 
the insured in preventing loss in an effort to 
ats we (1) reduce future insurance costs, and (2) pre- 
— vent equipment down-time. Even with full re- 
ycedure fol- a . imbursement for loss or damage, equipment 
aero down-time for repairs knocks out income. Ask 
a R E | N S | J R A N { E those who use our Loss Prevention Service how 
Iso answets well it works for the insured. 
stions about 
Reve SERVING INSURANCE AGENTS AND BROKERS ONLY-—NO DIRECT BUSINESS 
— ONE OF THE SOUTH’S LARGEST SURPLUS LINE OFFICES 
‘our clients | 
"a MARINE 
‘ou — 
Dept. NU. 
BURNS & AVIATION UNDERWRITERS, INC. 
INC. 610 Poydras Street, TUlane 5266, New Orleans 12 
Db, Hil. | . LK. GIFFIN LEE M. STENTZ W. L. TREADWAY 


Vice President 


President Vice President 


STUART BUILDING SEATTLE, WASHINGTON 
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AMERICAN FOREIGN INSURANCE ASSOCIATION 
161 William Street « New York 38, New York 


‘CHICAGO OFFICE . . Insurance Exchange Building, 175 West Jackson Blvd., Chicago 4, Hlinois_ 
‘DALLAS OFFICE... . . ... . . 400 Vaughn Building, 1712 Commerce Street, Dallas 1, Texas 
LOS ANGELES OFFICE - 3277 Wilshire Boulevard, Los Angeles 5, California 
SAN FRANCISCO OFFICE. .Russ Building, 235 Montgomery Street, San Francisco 4, California 
ASHINGTON OFFICE. ... Woodward Building, 733 15th Sereet N. W., Washington 5, 


An.association of leading American capital stock fire, marine, casualty and 
surety insurance companies providing insurance protection in foreign lands 


Conventions 


Nov. 12-13, Central Claim Executives Assn., 
fall meeting, Edgewater Beach Hotel, Chica- 
go. 

Nov. 15-17, Kentucky agents, annual, Kentucky 
Hotel, Louisville. 

Nov. 15-18, Indiana agents, annual, Claypool 
Hotel, Indianapolis. 

Nov. 16-17, Illinois mutual agents, annual, Pere 
Marquette Hotel, Peoria. 

Nov. 16-17, National Assn. of Insurance Com- 
missioners, subcommittee to review fire and 
casualty rating laws and regulations, public 
hearing, Morrison Hotel, Chicago. 

Nov. 16-18, Health Insurance Assn., individual 
insurance forum, Biltmore Hotel, New York. 

Nov. 17-18, Insurance Advertising Conference, 

midyear, Statler-Hilton Hotel, New York. 

Nov. 19, Insurance Federation of New York, 
annual, Waldorf-Astoria, New York City. 

Nov. 19-20, Casualty Actuarial Society, annual, 
Sheraton Hotel, Chicago. 

Nov. 19-20, Conference of Mutual Casualty 
Companies, accounting & statistical, office 
methods & personnel, Conrad Hilton Hotel, 
Chicago. 

Nov. 29-30, Arkansas agents, midyear, Hotel 
Lafayette, Little Rock. 

Nov. 30-Dec. 4, National Assn. of Insurance 
Commissioners, winter meeting, Fontaine- 
bleau and Eden Roc Hotels, Miami Beach, 
Fla. 

Dec. 27-29, American Assn. of University 
Teachers of Insurance, annual, Washington, 
a 
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Feb. 15, Insurance Economics Society, executive 
committee, Drake Hotel, Chicago. 

Feb 17-19, Michigan agents, midyear, Sheraton 
Cadillac Hotel, Detroit. 

Feb. 18-20, Texas mutual agents, midyear, 
Commodore Perry Hotel. Austin. 

March 15, New Jersey agents, midyear, Stacy 
Trent Hotel, Trenton. 

April 23-27, National Assn. of Insurance Agents 
—National Board of State Directors, midyear, 
and Midwest Territorial Conference, Cincin- 
nati. 

May 1-3, Iowa agents, annual, Blackhawk 
Hotel, Davenport. 

May 9, National Assn. of Mutual Casualty 
Companies, annual, Edgewater Beach Hotel, 
Chicago 

May 9-11, National Assn. of Independent 
Insurance Adjusters, annual, Broadmoor 
Hotel, Colorado Springs. 

May 12, Midwestern Independent Statistical 
Service, annual, La Salle Hotel, Chicago. 

May 14-16, New York agents, annual, Concord 
Hotel, Kiameska Lake. 

May 16-18, Insurance Accounting & Statistical 
Assn., annual, Sherman Hotel, Chicago. 

May’ 19-20, Arkansas agents, annual, Arlington 
Hotel, Hot Springs. 

May 19-21, Texas agents, annual, Austin Hotel, 
Austin. 

June 16-18, Mississippi agents, annual, Edge- 
water Gulf Hotel, Edgewater Park. 

June 22-23, Georgia agents, annual, General 
Oglethorpe Hotel, Savannah. 

June 26-29, Virginia agents, annual, The Cava- 
lier, Virginia Beach. 

July 7-9, International Assn. of Insurance 
Counsel, annual, The Greenbrier, White 
Sulphur Springs, W. Va. 

August 7-12, Honorable Order of the Blue 
Goose, annual, Sheraton Cadillac Hotel, De- 
troit. 

August 14-17, West Virginia agents, annual, The 
Greenbrier, White Sulphur Springs. 

August 15-17, Texas mutual agents, annual, 
Hotel Galvez, Galveston. 

August 22-24, International Federation of Com- 
mercial Travelers Insurance Organizations, 
annual, Queen Elizabeth Hotel, Montreal, 
Quebec, Canada. 

Sept. 7-10, Alaska agents, annual, Mt. McKin- 
ley National Park. 

Sept. 11-14, National Assn. of Mutual Insurance 
Companies, annual, Seattle, Wash. 

Sept. 14-16, M:chigan agents, annual, Pantlind 
Hotel, Grand Rapids. 

Sopt. 15-16, Minnesota agents, annual, Nicollet 
Hotel, Minneapolis. 

Sept. 18-20, Washington agents, annual, Olym- 
pic Hotel, Seattle. 

Sept. 18-21, Idaho agents, annual, Sun Valley 

Sept. 21-23, Oregon agents, annual, Sheraton 
Hotel, Portland 

Sept. 26, New Jersey agents, annual, Hotel 
Traymore, Atlantic City. 

Oct. 16-18, Ohio agents, annual, The Neil House, 
Columbus. 

Oct. 22-27, National Assn. of Mutual Insurance 
Agents, annual, Statler Hotel, Washington, 
D. C. 

Oct. 23-25, Missouri agents, annual, Governor 
Hotel, Jefferson City. 


Discuss Products Liability In Mo. 

Products liability was discussed at 
the October meeting of St. Louis Con- 
ference of Associated Industries of Mis- 
souri. Speakers were G. W. Marselek, 
attorney, and F. J. McCarthy, vice- 
president and manager of Casualty & 
Surety group. 
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A special toast to those imagina. 
tive producers who are takinga 
long, hard look at the cold faets 
of agency growth. Their answers 
are universal: profits grow by sales 
effort—not details; diversification 
pays big dividends; *‘insurance to 
value’ is business at its best. 
These doctrines have long been 
advocated by Millers National and 
Illinois Insurance Companies. 
Our field men ‘sell’ them every 
day. If you want to be a stand-out 
in tomorrow’s profit picture, start 
with these three answers and... 
these two companies! 


MILLERS NATIONAL 
INSURANCE COMPANY 


iLLINO!IS 
INSURANCE COMPANY 
Home Office, Chicago 6 


YOUR 
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THE OLDEST INSURANCE 
COMPANY IN THE WORLD 





55 FIFTH AVE., NEW YORK 
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About 77% of the volume written 
under the “Economy Plus” auto plan of 
Fireman’s Fund has been new business. 
About two out of every four policies 
igued under the plan are for insured 
reviously covered by mutuals, recip- 
rocals, direct writers and independ- 
ents, David J. Sherwood, assistant 
vice-president of Fireman’s Fund, de- 
dared in a talk at the annual meeting 
of Independent Agents Assn. of Mary- 
land at Baltimore. 

The plan, which is written through 
Home F.&M., was introduced in 1958. 
Mr. Sherwood said that those in the 
business can discuss merit rating plans, 
selective classifications and other as- 
? of the auto situation, but unless 
stock agency companies reduce dis- 
tribution costs, they will not get to the 
real heart of the problem nor be able 
tonarrow price differentials. The Fund 
concurs in the view that auto cover- 
age provides the leverage for writing 
other personal business. 

In adopting economy plus, Fireman’s 
Fund used methods successfully ex- 
ploited by specialty companies, while 
preserving the independence of the lo- 
cal agent, Mr. Sherwood said. The 
objective was to eliminate duplication 
in the insurance process. 


Issued For Six Months 


Under “Economy Plus,” policies are 
issued for six months and renewed for 
the same term on payment of the 
renewal premium. The agent collects 
the initial premium. The company 
bills insured direct on renewals and 
endorsements. A rate of commission 
commensurate with company assump- 
tion of certain functions is paid the 
producer. Premium discounts ranging 
from 15 to 25% lower than the cost of 
conventional auto coverage feature 
the plan, Mr. Sherwood explained. 

Describing the plan’s operating fea- 
tures, he said that when the agent ob- 



























tains an order for an auto policy, he 
prepares an application on a precar- 
bonized snap-out form. The original 
and the first two copies of the com- 
pleted application are sent to the com- 
pany, together with a check for the 
gross premium for a six months term. 
The third copy is retained in the agen- 
cy file, and the fourth copy, which re- 
quires the agent’s signature, is given 
toinsured as a 10 day binder, pending 
issuance of a policy. 


Other Features 


Direct billing comes into play 30 
days prior to the expiration of the six 
months term when the company sends 
apremium notice to insured. The name 
and address of the agent are promi- 
nently featured. The agent receives a 
copy. This renewal notice contains 
questions dealing with changes, such 
% additional automobile, change of 

» etc. which may have oc- 
curred during the policy period and 
have not previously been reported to 
the company. Insured is asked to notify 
the agent of such changes prior to ex- 
bitation, for determination of renewal 
premium. 

This expiration notice contains in- 
structions for payment of premium di- 
tectly to the company. If the premium 
Snot received by expiration date, the 
‘ompany mails a “lapsed” notice to 
msured, with copy to the agent, pro- 
msing to reinstate the policy as of the 
“piration date—provided the premi- 
mm is paid within 20 days following 

expiration. If payment is not 
the company notifies the agent 
that coverage has lapsed. A new appli- 





Sherwood Cites Fund Results Under New 
low Cost Auto Plan; Answers Objections 
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cation must be completed and a new 
policy issued, if reinstatement is de- 
sired, Mr. Sherwood said. 

Although the producer may receive 
a lower commission rate, depending 
upon his existing arrangements, it does 
not necessarily follow that he will re- 
ceive fewer dollars, Mr. Sherwood ob- 
served. The objective of the plan is to 


write more business. In the past five 
years, low cost companies have in- 
creased their auto writings 214% while 
conventional insurers have only gained 
43%. If an agent, through use of a low 
cost plan, were able to increase his 
business at the same rate as the low 
cost companies have 
with conventional insurers, he would 
earn two and one-half times more in 
commissions, even if his commission 
rate were 50% lower under the low cost 
arrangement. 

Each month the company sends the 
agent a statement of all paid items, 


iS 


along with a commission check. Mr. 
Sherwood noted that in some cases 
the producer may even receive com- 
mission sooner than if he had col- 
lected the premiums himself. 

Since the agent is always kept 
posted when insured fails to pay his 
premium by due date, he has an op- 
portunity to contact insured to en- 
courage him to pay the company and 
avoid cancellation. The agent can also 
determine if there is any good reason 
why the insured has not paid the pre- 
mium on time. This puts the producer 

(CONTINUED ON PAGE 29) 


in comparison 











To: EC 


Suggest you © 
Business an 


From W 






COMBINED 


GROUP OF COMPANIES 
W. CLEMENT STONE, PRESIDENT 
Combined Insurance Company of America, Chicago; 
Combined American Insurance Company, Dallas 


Hearthstone Insurance Company of M h Bost 


SIMMEN & 


INSURANCE CO 


ontact Combin 


d Professiona 


hat I hear, i 














First National C Ity Company, Wisconsin 


COLEMAN = | Sst} 


UNSELORS 















out about their 





ed and find 







pensation Plan. 


| Men's Com 








tts terrific! 















Combined Insurance Co. of America, 


Dept. 142 
5050 Broadway, Chicago 40, Illinois ~~” 









may we 


Gentlemen: We would like details about Combined’s 
Business and Professional Men’s Compensation Plan. 





“Py dellolial 
it to 
you? 






Name 


Address 



















City 











Hie NATIONAL UNDERWRITER 













16 


NAII Gives Assigned Risk Problem To Committee For Study 


(CONTINUED FROM PAGE 1) 


millions of dollars would be saved rates continues to rise and suggested 


annually for insurers. that the compensation scheme advo- Nationwide Mutual, 
Congressman Landrum of Georgia cated by Gov. Brown of California may president. 
discussed the labor-management re- come. He reported that a suggestion 


increasingly heavy toll in facial in- porting and disclosure act of 1959. He by a former Florida governor that 
juries. If the facially injured person was introduced by Commissioner Zack drivers band together and form their 
can be placed in the hands of a com- Cravey of Georgia. own mutual insurer met with en- 
peient surgeon or plastic surgeon in Verne Williams of Miami News said thusiastic response. Mr. Williams’ re- 
the first 12 hours after the accident, public resentment against high auto marks are reported elsewhere. 


C. W. Leftwich, vice-president of 
is the new 


More than one million automobiles 


NAII 

























Power is a deadly serious business. 
Industry rides squarely on its shoulders. 
And it takes ‘‘pros’’—power 
specialists—to keep it alive and 
humming. 


The Hartford Steam Boiler Inspection 
and Insurance Company has 
specialized in power since 1866. Today 
it is the acknowledged world leader 

in the highly technical business 

of insuring and safeguarding power 
equipment. Its more than 600 trained 
and experienced field inspectors, 

its professional engineering staff, 

ts special agents and claims people— 
‘all have but one purpose: to protect 

' you against loss from accident 

to your boilers, pressure vessels, 
urbines, engines, electrical and 
frigerating equipment. 


“a This specialized engineering talent, 
teamed with an equally competent 
insurance underwriting staff, 

»the reason why Hartford Steam 
writes more boiler and machinery 
rance than any other company. 

dn ’t it make good sense for 
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This advertisement in color in the November 14th issue of * 
is building business for you. 
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are today insured as assigned 
Mr. Carton pointed out. In some ty 
as much as 20% of all automobile 

ness is being handled in AR D 
Also, the experience steadily 

grown worse. Countrywide e 

Massachusetts, the loss ratio for 
signed risks increased from 794 , 
BI and 73.7 for PDL in the 
1938-1951 to a loss and loss eXpey 
ratio of 144.5 for BI and 103.4 for Pog t 
in 1957. 

The cost to insurers of assign 
risks was between $12 and $17 mill 
in 1958, he said. No wonder the pr 
lem is attracting attention. 

Before establishing a separate qj # 
sification plan for such risks, 7 
Carton believes the business mj mw 
dispose of two preliminary problem pas: 
motorists who should not be on @ er 
highways at all and the securing of § cow 
adequate rate for voluntary busing com 
Every company has examples of 4 aga 
first problem. As to the second, whg 10% 
rates for voluntary business are i cles 
adequate, more business is forced igf just 
the AR plan. New AR applications § sior 
New York in the year ended Ap ie 
1959, were 157.5% of the number q Hié 
the preceding year, and today 104% T 
all private passenger business in ty abo 
state is in the plan. In North Carolig mis 
in 1958 new AR apps increased % for 
Both states are compulsory. In ng poit 
compulsory states, however, assigng a st 
risks have been on the rise beau nel 
inadequate rates for voluntary ag AR 
business. wor 


Higher Rates For Clean Risks 


ing 
Presently, he said, several “ Con 
permit charging a higher rate for cl 
risks than for voluntary busines§ AR 
Alaska, Arkansas, Connecticut, Fl@ com 
ida, Georgia, Maine, Missouri, N@ long 
Hampshire, Tennessee, Vermont, Vg ger 
ginia, and Wisconsin. The proposal 















































































under consideration elsewhere. H 
Arguments against higher rates § stud 
clean assigned risks have been ti fact: 
the differential could not be justifig betv 
by the figures, that the clean risk vg the 
is surcharged is denied the equal pm into 
tection of the laws, and the pulf viol: 
interest or political considerations Give 
quire the voluntary rate for cl 
risks. Tl 
But, Mr. Carton noted, experieg Ins. 
has been kept on clean and unclean@ deal 
signed risks since 1957 by NAII. Tg cont 
1957 figures show that for clean risf ter | 
the loss ratio was 166.6 for BI and 9 tisk: 
for PDL. For surcharged, or uncle ly 0 
risks, the BI ratio was 153.4 and Pig msu 
109. For voluntary risks the ratg velo 
were 68.4 and 62.9. Loss frequency i But 
clean assigned risks was 8.5 for Bl ag writ 
17.6 for PDL; for surcharged ris Tsk: 
these figures were 7.8 and 20.2, ag Som 
for voluntary business they were 4 of u 
and 7.9. Is ¢ 
The rating laws permit a separg Teca 
classification for assigned risks, Rati 
Carton brought out. Lawyers hag ‘uc 
briefed the constitutional question # AI 
have concluded that charging enak 
risks more does not violate their cop °ess! 
stitutional rights. nds 
most 
Argument For Uniform Rates even 
The variations in premium betweg 4 se 
identical assigned risks which resq orm 
from different basic auto rate levels] Troy 
different companies has caused qué A 
tions and criticisms by insured, pu 4 
officials and legislators. This, he zs 
has led to increasing sentiment 4 pa 
separate, uniform rates for assig™ 
risks. Wisconsin has been doing to hi 
South Carolina has a new law, ei pg 
tive Jan. 1, providing for uniform ® rics 
signed risk rates (though the law a 
silent on coverage). Uniform rates # dain 
coming for Maryland assigned T™§ dain 





As to the criticism of a uniform 
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rate for fear it would create a pre- 
cedent for uniform rates for voluntary 
pusiness, Mr. Carton countered that 
there is no room for underwriting of 
assigned risks so there is no way to 
roduce*a variation in experience by 


selection; commissions are standard- 


ied on AR but differ widely on 
yoluntary business; there is no com- 
petition for assigned risks, and the 
pusiness cannot justify to the public a 
differential between one assigned risk 


ing and another. 


Mr. Carton also discussed the pros 


Jand cons of a pooling arrangement 


for writing AR. 


He said he was appalled when 


4 Florida passed a law setting a mini- 


mum 15% commission for private 
passenger assigned risk business earli- 
er this year. Legislative fixing of 
commissions or of any other expense 
component is clearly unsound and 
against public interest, he argued. The 
10% surcharge allowed by Florida on 
clean risks is grossly inadequate, and 
just covers the increase in commis- 
sions. 

Higher Than On 2C 


The 15% minimum in Florida is 
about five points more than the com- 
mission most companies presently pay 
for voluntary class 2 business, he 
pointed out. The new law will create 
a strong incentive for agents to chan- 
nel all their class 2 business into the 
AR plan to get more commission. He 
wonders if the law is constitutional. 

At the same time Florida was pass- 
ing the 15% law, National Advisory 
Committee on Automobile Assigned 
Risk Plans was amending the uniform 
AR plan to reduce from 10 to 8% the 
commission on AR business other than 
long haul trucking and public passen- 
ger carrying vehicles, excluding school 
buses. 

He recommended a state-by-state 
study of AR business. A study of the 
facts will indicate if rates should vary 
between clean and unclean risks, if 
the AR class should be broken down 
into old drivers, young drivers, traffic 
violators, etc. 


Gives Practical Alternative 


The formation of an Assigned Risk 
Ins. Co. is a practical alternative for 
dealing with assigned risks, Mr. Searl 
contended. Such an insurer could bet- 
ter obtain adequate rates for assigned 
risks than insurers acting independent- 
ly or through rating bureaus. Present 
insurers and rating bureaus can de- 
velop AR statistics as a separate class. 
But the fact that such companies 
write both voluntary and assigned 
tisks creates a suspicion on the part of 
some officials that there is an element 
of unfair discrimination when one risk 
is charged more than another. He 
recalled the grinding halt called to 
National Bureau’s clean assigned risk 
surcharge program in 1956. 

An assigned risk company also would 


a able insurers to demonstrate suc- 


cessfully that an inadequate AR rate 
's confiscatory. This is presently al- 
most impossible to do and may be so 
ven if assigned risks are treated as 
@ separate class, if the insurer has a 
normal underwriting profit. 


Troublesome To Handle 


Adequate rate is the only aspect of 
the AR problem dealt with by the 
separate class approach, he noted. But 
lMsurers, especially those of medium 


q Md small size, are troubled by having 


to handle risks under AR plans which 


q Te of a very different nature from 


tisks they write voluntarily. Servicing 


q wh risks requires specially trained 


personnel and may involve 
S Mm areas far from the usual 
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sphere of voluntary business the com- 
pany writes. For example, many in- 
surers write in one or a few states but 
are forced to take military personnel 
via the AR plan. Medium and smaller 
companies must provide additional but 
relatively little training for claims 
personnel or increase the staff. 

Treating assigned risks as a separate 
class would not relieve companies of 
these added service burdens but a 
separate insurer would, Mr. Searl be- 
lieves. 

It is becoming more important for 
insurers to find out the causes of 
assigned risk burdens. Treating as- 
signed risks as a separate class does 
not lead to a basis for study and un- 
derstanding of these burdens and prob- 
lems. For instance, only a separate AR 
insurer will permit an intelligent de- 
cision on a course of action designed 
to aid in protecting the public against 
exposure to those who ought not to be 
operating motor vehicles at all. 

An AR insurer could maintain and 
furnish institutions data found only in 
individual case histories now available 
only through the tedious and some- 
times unproductive means of a com- 
pany to company canvass. Present 


data is of value almost exclusively in 
connection with the rating aspects of 
AR. With more than $100 million of 
AR business, the problem goes far 
beyond concern for adequate rates. 
Ready availability of AR data will lead 
at the least to better control by the 
business of the AR problem. 


Credible Statistics 


An AR insurer might write up to 
30% of AR premiums, so that its sta- 
tistics would be credible. Anyway, it 
would also have bureau statistics for 
its use. 

Mr. Searl believes such an insurer 
would not violate the anti-trust laws, 
that public law 15 provides an ade- 
quate umbrella. States regulate auto 
BI and PDL rates. 

The company could be stock, with 
sale of shares limited to insurers for 
which it is to take assignments. How- 
ever, the federal income tax on under- 
writing profit should not be overlooked 
here, he said. Should the company 
aim to make a normal underwriting 
profit? 

Or a mutual or reciprocal might be 
formed, financed on a percentage basis 
by the participating insurers. Should 


* 
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‘To the many brokers who have recently earned 
the C.P.C.U. designation, Prudential sends its 


compliments and best wishes. The high profes- 
sional standards symbolized by the Chartered 


Property and Casualty Underwriters reflect credit 
on the entire insurance industry. 





The Prudential : 


INSURANCE COMPANY OF AMERICA 


1? 


the company purchase _ reinsurance 
from a regular reinsurer or cede back 
to participating insurers the excess of 
some base amount? 

Mr. Snodgrass described the youth- 
ful driver supplement and other pro- 
visions of Wisconsin Assigned Risk 
Plan which make it unique. In 1949, 
the plan became mandatory, not volun- 
tary. In 1952 it adopted the voluntary 
youthful driver supplement, under 
which credit is given to those com- 
panies which voluntarily accept youth- 
ful risks eligible for credit. Only the 
base premium of 10/20/5 is credited 
and these credits carry over each year. 
The result is that most of the principal 
automobile writing companies in the 
state write a sufficient number of 
voluntary risks so that they receive 
no regular assignments. 


Unqualified Success 


The plan has been an unqualified 
success, Mr. Snodgrass stated. It has 
answered the criticisms of the legis- 
lature, it has eliminated most of the 
public ill-will generated by the re- 
fusal of companies to accept youthful 
risks on a voluntary basis, and it has 
reduced the problems of the depart- 


2 
. 
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ment to a minimum. It is difficult to 
understand why there has not been a 
wide acceptance of it in other states. 
A recent sampling of assigned risks 
indicates that there now are only 22% 
of young applicants in the AR plan 
compared with 52% prior to the adop- 
tion of the supplement. There are 
practically no clean risks in the group. 
in its first year, June 30, 1953, there 
were 24,523 assignments to the plan 
and 43,049 voluntarily written. During 
the year ended June 30, 1958, these 
figures were 20,926 and 104,708. 
National Bureau and Mutual Insur- 
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ance Rating Bureau companies indicate 
they cannot be sure they are getting 
all of the credit to which they are 
entitled: because of their inability to 
sort risks on the basis of youthful 
ownership. They could do so if the 
supplementary plan had been estab- 
lished for 2C risks only. If the supple- 
ment were amended in this respect, it 
would be more acceptable to com- 
panies that now feel that they are 
being discriminated against. 

A question now arises as to whether 
or not there continues to be an un- 
favorable market for the young mar- 


ried man and the female owner, Mr. 
Snodgrass pointed out. It is possible 
that the market conditions for these 
risks has improved recently, but at 
the time the supplement was estab- 
lished there was a very poor market 
for all youthful risks. If young mar- 
ried owners no longer have a markct 
problem, 
should be confined to 2C risks only. 
However, 
proved, it 
inadvisable to make any change in the 
plan. 


perhaps the supplement 


until such a_ situation is 
would appear politically 


It has been suggested the plan be 
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2. Set 2 tab and 1 decimal position on stub—standard data position 
the same on all policies. (3 positions instead of 7 or more, no 
“weaving” back and forth—typing area designed for utmost con- 


venience and efficiency.) 





4, Insert in separate jacxci—window opening shows policy number, 
insured’s name and address, policy term, agency. (No typing 
necessary on jacket.) NOTE: text is guaranteed on “Short Write’ 


policies. 


AND — SIMPLIFIED DATA PROCESSING! 


CODE BLOCK AREA-standard on all “Short Write’’ policies. 
Designed to permit straight line recording of data for translation 
to punched cards, paper and magnetic tape for electronic com- 
puter input. Simplifies procedures, increases accuracy and speed 
in producing needed records, statistics, special reports. 
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1. Insert Reddi-Snap carbon loaded declarations in machine. (No 
hand-interleaving of carbons, out of line typing, left-out pages.) 
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office, agent, certificate of insurance, PLUS cards for any inter- 
office system (if desired) 


ALL IN ONE TYPING. 
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5. Fold and insert in special window envelope showing insured’s 
name and address—seal and stamp. (No duplicate typing of en- 
velopes, no chance of error.) 
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troadened to include over-age rigy 
and to give credit when there is » 
under-age driver in the family. Ajj af 
these suggestions have been strep. 
uously resisted. 


Overparticipation Criticized 


Another feature regarded as unde 
sirable is overparticipation, Mr. Sno. 
grass said. When several insure, 
participate well beyond their expegts. 
tion, the other insurers must be pry. 
portionately under-assigned. It is ge. 
tremely difficult to keep the perceny. 
age of under-assignment uniform fy 
all insurers who do not over-subserit, 
to the youthful supplement. This « 
however, attempted, and though th 
precise result may not be achieved jp 
any 12 months, the balances are cg. 
ried forward and eventually an equi- 
table distribution is achieved. 

Also, if one insurer extensively pap. 
ticipates in the youthful supplemery 
for years, it establishes a credit whic 
would save them from assignment fp, 
an extended period of time. This migh; 
defeat the purpose for which th 
supplement was created. This could 
cured by prohibiting extension ¢ 
credit for more than one year ahea 

lt takes but half the time of oy 
clerk to tabulate the supplement cred. 
its each month, Mr. Snodgrass ob 
served. Examinations show companie 
are honest in their supplement report. 
ings. 

Turning to the AR plan itself, he 
noted that assigned risks have thes 
characteristics: No insurer  wishe 
voluntarily to write them; the risk ha 
no choice of insurer to which he wil 
be assigned; the expense elements o 
writing an assigned risk policy ar 
very nearly the same for all companie 
regardless of the method of operation 
the underwriting experience of a 
signed risks as a group has been ex, 
tremely adverse; and an_ individualj 
assigned risk exposure to loss is con 





stant regardless of the insurer writing 
the policy. 

One principal complaint in conne 
tion with the operation of the p 
arose because of the wide variation 
company rate levels, he said. The pl 
was revised to provide uniform rate 
surcharges, and policy provisions. 


Advantages Of Plan 


Th2 new plan has the followin 
advantages: Discrimination _ betwee 
risks and the lottery aspects of assign 
ment is eliminated; every compalj 
receives the same premium for th 
same exposure to loss, rather than ¢ 
premium related to the company! 
method of operation and underwriting 
practices; uniform statistics can & 
compiled so that an accurate deter 
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mination on a common basis can be 
made of the assigned risk loss ratio; a 
ignificant increase in AR premiums 
will develop since the companies were 
previously required to use the same 
pasic rates tor assigned risks as were 
otherwise in effect; all assigned risks 
receive the same policy coverage; and 
to a large extent the agent will be 
able to quote a specific premium to an 
applicant for an AR policy which will 
minimize cancellation because of elim- 
inating speculation on the possibility 
of obtaining a low rate company. 

Wisconsin has a statutory plan so 
that it can adopt certain practices 
which might be illegal under a volun- 
tary plan. However, he said, the 
youthful driver supplement can be 
added to a voluntary plan and uniform 
rates and policies could be handled by 
some simple amendments to existing 
insurance codes. 


Different Law For Insured 


Many courts are developing two 
distinct branches of case law in the 
automobile field—one where the de- 
fendant has liability insurance and the 
other where he does not, Mr. Roberts 
said in discussing disclosure of policy 
limits. 

This may well be a reflection of the 
advocacy of the plaintiff's lawyer, who 
advances the philosophy that an in- 
surance policy is a pot of gold, regard- 
less of merits. Unless this philosophy 
is corrected, the high cost of auto BI 
claims ultimately will price out of the 
market insurance based on legal lia- 
bility. The need for action is acute, he 
declared. 

“The immediate answer may be the 
abandonment of the concept of deter- 
mining legal liability under the pres- 
ent judicial system, and the establish- 
ment of a quasi-judicial or administra- 
tive system to pay specific limits, with 
the mechanics of administration under 
uniform laws, similar to the workmen’s 
compensation system.” He urged that 
a study of such a system be undertaken 
immediately by NAII and action in- 
stituted at the legislative and judicial 
levels. 
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Mr. Roberts cited the case of Jones 
vs Lewey to illustrate his point. Lew- 
ey, an insured of Standard Mutual, 
refused to disclose his policy asset in 
advance of trial. He was fined $100 for 
contempt. He appealed to the Illinois 
supreme court, then to the U. S. Su- 
preme Court. Both courts dismissed 
the appeal without opinion. 


Deny Due Process 


Mr. Roberts pointed out that when 
a defendant is forced to disclose the 
existence of his liability insurance and 
policy limits his liberty and property 
have been taken from him without due 
process of law. He has been denied 
equal protection of the law while the 
personal injury plaintiff and other 
non-insured defendants have been 
granted special privileges and immuni- 
ties. Insured’s right of privacy and pro- 
tection against unreasonable search and 
seizure has been destroyed. 

Pretrial disclosure of the defendant’s 
insurance limits is becoming embedded 
in the law under the new concepts 


pronounced in the far reaching case of | 
Terry vs Fisher handed down by the | 
Illinois supreme court in September, 


1957, he asserted. It was this case the 
Illinois and U. S. courts followed in 
Jones vs Lewey. 

In the Terry case the Illinois court 
said: “It is not inconceivable that a 
plaintiff with serious injuries would 
settle a substantial judgment against 
a defendant of modest means for a 
fractional sum, simply because he had 
no knowledge of any additional rights 
against the insurer. Thus, to deprive 
an injured party from learning of his 
rights against an insurer would, in 
effect, nullify the benevolent purpose 
of such statutes, and permit insurance 
companies to avoid their statutory ob- 
ligations. 


Nahm & Turner agency, Louisville, 


has named Russell M. Caughron secre- | 
tary. He has been superintendent of | 
underwriting for Aetna Casualty at| 


Louisville, and is vice-president of the 
Kentucky chapter of CPCU. 
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KNOWLEDGEABILITY SELLS 


Set against a backdrop of the world’s most exciting city, the Royal- 
Globe Agents’ School offers, tuition-free, a concentrated course in 
insurance. Career men across the nation attest to its breadth and 
depth, and to its helping them to a consistent command of insur- 
ance knowledge — an important factor in success. 


Call your multiple-line fieldman; enroll in the seven-week class 
starting February 15. 


The Agents’ School is another 
reason why, with agents, 
Royal-Globe is 
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IF IT’S HAZARDOUS OR 
UNUSUAL ... if it’s a risk 
that is difficult to place... 
look to Homer Bray Service, 
Inc. Here you'll find unbeat- 
able market facilities and 
maximum-strength coverages 
for almost every risk classi- 
fication. 

It’s no wonder that more 
and more producers are turn- 
ing to the ‘‘in depth”’ facilities 
of Homer Bray Service for 
profitable placement of every 
type of unusual risk . . . for 
more information, contact 
your Bray office today! -. 


CHICAGO 4, ILLINOIS 
208 South La Salle Street 
STate 2-3200 
LOS ANGELES, CALIFORNIA 
611 South Catalina 
OUnkirk 8-3313 
DENVER, COLORADO 
655 Broadway Building 
AComa 2-3705 





American Casualty 
Forms Market Unit 


American Casualty has created a 
new marketing and production divi- 
sion of its agency department and has 
named George C. Henke manager. The 
division was set up to coordinate the 
sales activities of all company depart- 
ments, to synchronize branch produc- 
tion efforts, and to provide personal- 
ized marketing service to agents. Serv- 
ices will include specialized field help, 
consultation, and assistance in pre- 
paration of direct mail, newspaper and 
other ad programs for _ individual 
agents. 

Associated with Mr. Henke are a 
number of home office specialists, in- 
cluding Eugene A. Diemand, Gertrude 
M. Kiefer, Harry A. Anderson, Melvin 
M. Locke, Thomas F. Sheehan and 
Charles B. Watkins. Richard Fischer, 
vice-president and operating head of 
ACCO Ine., the company’s wholly 
owned premium financing subsidiary, 
will work closely with the unit. 

Before joining American Casualty 
earlier this year, Mr. Henke was Cleve- 
land manager of Fireman’s Fund for 
nine years. He assumed this post when 
the Fund absorbed National Surety for 
which he had been state manager of 
Ohio. Prior to that he had been with 
Royal-Globe in various capacities. 


American Casualty Auto 
Damage Classes Held 
In Garage At Reading 


American Casualty has launched its 
second year of automobile damage 
schools for claim adjusters held in an 
unusual classroom, Ganert’s garage at 
Reading, Pa. 

Some 13 claim adjusters from 12 
American Casualty branches across 
the country were enrolled in the two- 
week class. Director of the school was 
Wallace H. Vance, manager of Amer- 
ican Casualty’s PDL and material 
damage departments. He was assisted 
by Peter Rivers, Reading branch 
claim adjuster. 


Firemen Shortage Called 
Shocking By Coronet 


An article in the November issue of 
Coronet magazine, written by Don 
Murray, terms the shortage of fire- 
men over the country “shocking.” Ex- 
cept for a handful of the country’s 
largest cities, not one city or town 
fire department in the U. S. is ade- 
quately manned—and the situation is 
getting steadily worse. 

Quoting National Fire Protection 
Assn. that there will be 500,000 fires 
in private homes this year with 11,000 
deaths, for a total property damage 
of $1.3 billion, the article states that 
most of these lives and much of the 
property could be saved if there were 
enough trained fire fighters on the job. 


Hartford Fire Junior 
Marshal Program On TV 


Hartford Fire’s junior fire marshal 
program will be featured on the CBS- 
TV show, “Father Knows Best,” Nov. 
9. During the telecast, Lauren Chapin, 
who portrays Kathy Anderson in the 
cast, will qualify as a junior fire mar- 
shal by completing a home inspection 
with the help of her “parents,” Robert 
Young and Jane Wyatt. 

About four million youngsters quali- 
fied this year as junior fire marshals 
by completing similar home inspec- 
tions during fire prevention week. 
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Sell 
Deductible 


($500—$100,000) 


Fire 


This one 
policy, single 
premium contract, 
is a positive money- 
saver to single or multiple 
location risks desiring the ad- 
vantages of a deductible fea- 
ture .. . Covers on all- 
risk, replacement cost 
or insurable value 
basis. 


Simple to under- 
stand and sell... 
Includes physical properties 
and B.I., rental values, lease- 
hold interests, contingent haz- 
ards and other perils or any 
combination peculiar to 
an insured’s opera- 
tion. Call Excess! 
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Connecticut Agents Eye Auto Merit Plan 


(CONTINUED FROM PAGE 2) 


YORK 17,N¥ 


lations the association is maintaining 
with Commissioner Premo’s office, 
and said that the association has been 
called in by the insurance department 
to discuss merit rate plans filed re- 
cently by four companies. 

Further, Mr. Beers reported, Na- 
tinnal Bureau wished to introduce 
a $5 flat premium on assigned risks, 
put the association had managed to get 
a flat 8% based on total premium 
plus surcharges, which nowadays 
prove considerable. 

He discussed the association’s pub- 
lic relations program and the speaker’s 
pureau forum to be held Nov. 17 at 
the Statler Hilton in Hartford. In 
charge of the forum will be Frank 
Tt. Ahearn, director of Connecticut In- 
surance Information Office, and Her- 
pert Kramer, director of advertising 
of Travelers. 

This program and the broader ac- 
tivities were discussed by the associa- 
tion’s public relations counsel, John 
W. Tierney. The association aims to 
get two delegates from each of the 
Jocal boards, giving it 58 speakers to 
discuss insurance and the professional 
and community aspects of the local 
agent’s activities. The speakers hope 
to address civic groups such as Ki- 
wanis, Lions and Rotary clubs. 


Increase PR Activity 


Mr. Tierney was scornful of what 
he called the Monday morning PR 
quarterbacks. He stressed that it 
should be an active program, not just 
one about which everybody says some- 
thing ought to be done. To promote 
public information about the associa- 
tion, recent Sunday papers in Nor- 
wich, Hartford, Bridgeport and New 
Haven carried feature stories about 
the agents organization stressing the 
professional training obtained by the 
agents, the expert service they can 
render to the community in insur- 
ance, and the fact that the agents 
are “no hit and miss peddlers.” 

The association is preparing a ques- 
tionnaire for its 1,500 members to- 
make an economic survey showing 
their contribution to their state and 
communities in social, religious and 
charitable activities. 


Gives Publicity Hints 


Publicity doesn’t just happen, Mr. 
Tierney stressed, and asked members 
to inform the association’s PR ma- 
chine about anniversaries, retirements 
and promotions in their firms. To help 
publicize such events the agents re- 
ceive questionnaires which they can 
fill out for processing into news re- 
leases for local papers. 

He noted that Commissioner Premo 
gave the agents a good story recently 
with the announcement of tightened 
licensing laws for agents. The suc- 
cess of public relations, he said, de- 
bends on participation, so that 2.5 mil- 
lion people in Connecticut will get to 
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know about the local agent. 

Commissioner Premo got a big wel- 
come from the agents. He noted wryly 
that before he became commissioner 
he used to think insurance was a good 
business, but now he thinks all it does 
“is to make us old men.” 


Cautious On New Plans 


On new automobile plans, Mr. Pre- 
mo was cautious. He noted that “all 
that glitters is not gold,” considering 
there are demerits also on these so 
called merit plans. 

When and if the plans are approved 
in Connecticut, he warned that the 
agents must make insured thoroughly 
understand any departure or modifi- 
cation of the so called standard auto 
policy. 

He assured the association that it 
will be represented on a _ proposed 
committee to tighten licensing laws, 
now being considered in view of the 
many changes in policy forms and 
coverages. 

Neal Tonks of Doremus & Co., New 
York advertising agency, presented 
the 1960 Big ‘I’ advertising campaign 
film. He emphasized that while the 
direct writers didn’t get rich by 
marrying the boss’ daughter, advertis- 
ing will not work miracles. The agent 
must still sell insurance business stim- 
ulated by the advertising. 

William A. Pollard, executive secre- 
tary of NAIA, who spoke at 11:30 a.m., 
noted that he had left California at 
4 am. that morning. He spotlighted 
the work of NAIA’s staff research and 
development department on facts and 
figures needed in talks with company 
representatives. Over 30 cost surveys 
were conducted by the department, 
and 80% of its recommendations were 
incorporated in the new homeowners 
policy. 


NAIA Education Seminar 


In education, NAIA plans a series 
of books to be written by top men in 
the business and published by McGraw 
Hill. Also an education seminar simi- 
lar to those held by American Man- 
agement Assn. and CPCU is planned 
for next June in an Ohio city, yet to 
be chosen. 

The NAIA promotion department, 
he noted, keeps abreast of marketing 
plans of the companies and acts to 
help both the agents and companies 
in publicizing these developments. 

Finally, Mr. Pollard brought word 
from Illinois and California that the 
new automobile plans are going well 
in both those states. 

William H. Wiley, executive secre- 
tary reported increased liaison with 
the insurance department. With inde- 
pendent filings and evident dishar- 
mony in the bureaus, it is necessary 
for the association to keep up to date 
with changes occuring, and on the 
other hand scotch false rumors. 
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Don’t give FIRE a place to start! 


@ The best time to fight fire is before 
it occurs—don't give it a place to start. 
When outside workmen are brought 
into a property to do installation or 
repair jobs there is the risk that 
needed precautions against fire haz- 
ards will not be taken. The loss 
record bears this out. 

Close supervision of these work- 
men is highly important, particularly 
where combustible materials or flam- 
mables make the use of torches and 
open-flame devices extremely hazard- 
ous. Smoking in danger areas and 
tampering with fuses or electrical cir- 
cuits present obvious hazards. 


A supervisor should inspect the site 
of repair jobs before work is begun, 
and—without fail—at the end of each 
day. He should inform workmen of 
any hazardous conditions presentand 
specify safety measures to be taken. 

Many costly fires could be headed 
off by close supervision of mainte- 
mance and repair jobs. Good fire pre- 
vention practice is to recognize the 
severe hazard that these operations 
introduce into what may be a rela- 
tively fire-safe property; then to take 
the necessary steps that will reduce this 
hazard and limit the extent of possible 
fire damage. 
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Davis Sees Insurer Stocks As Prime 
Long Term Investment At Discount Prices 


Insurance is a common denomina- 
tor; it rises with general prosperity 
and falls with depression, Shelby Cul- 
lom Davis, New York stock insurance 
specialist, told the annual convention 
of New Hampshire Savings Banks 
Assn. at Sugar Hill. 

It is a method of investing in the 
general welfare without determining 
whether autos or TVs or outboard mo- 


tors will receive the first call of con- 
sumer dollars, he said. Insurance is 
the basis of all credit, absolutely fun- 
damental in the economic life of the 
community. 

Insurers are monied institutions 
and pay their dividends out of invest- 
ment income alone, the interest re- 
ceived from bondholdings and divi- 
dends from stockholdings. 


In the past 10 years, he said, in- 
surance stocks served as a “hedge,” 
better than any ordinary bond he could 
have bought, better than many stocks 
he could have bought but not as good 
as some stocks which he might have 
been fortunate enough to buy. This 
will be true for the next 10 years, he 
said. Insurance stocks will be better 
than any ordinary bond which can be 
purchased today; better than most 
stocks which can be purchased in to- 
day’s high markets; and not as good 
as some stocks which tireless research 
and courage and luck can discover in 
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the dynamic fields of 
growth. 

Fire and casualty insurance stock 
risk is certainly less than most com. 
mon stocks, many of which have gj, 
counted their future and bonds jy 
if interest rates continue to rise ani 
cause bond prices to fall. 

The five blue chips of the fire any 
casualty business, Hartford Fire, Fed. 
eral, North America, Continental 
ualty, and St. Paul F.&M., have hag 
superior records of underwriting ani 
growth. In the past 10 years their ay. 
erage investment income rose 224» 


industrig) 





and their dividends to stockholde, ps 
154%. That is a record of growy po 
which cannot be duplicated by ap - 
ordinary bond, mortgage or preferny 19% 
stock. a 
Wide Performance Difference eal 

Among these top quality companies . 
there was a wide difference in per. y 


formance, a rise of 299% in inveg. 
ment income by Continental Casualty d 
204% by both Hartford Fire and Fe. ' 
eral, 161% by North Ameria and 1536) Pr 
by St. Paul. In dividends to stockhold. 
ers there was just as much divergeng 
The stockholders of Continental Ca. 
ualty received the greatest boost jp 
dividends, 192%, followed by Nor 
America with 166%, Hartford wit we 
105%, St. Paul with 147% and Feder 
with 116%. 


3 It 
During the same 10 years the eam} ne 
ings of Minnesota Mining increase fol 


219% and dividends to stockholder all 
433%. IBM had a 440% increase inf ne 
earnings and a 230% increase in divi-§ th 
dends. DuPont’s increases were 110% 
and 167%, General Electric 85% an 
253%, and General Motors 42% ani 
167%. The fire insurance blue chipx§ m; 
had a greater percentage gain in ing py 
vestment income, 224%, than all bu} wi 
one of the earnings of the five bly 


chip industrials. of 
Compare With The Best an 
The insurance stocks compare B ; 


the best growth stocks among indus 
trials. 

There is only one drawback, he sait! 
Their average yield in today’s mark 
is 18%. Even if the past decade 
serve as a guide for the future, i 
would be eight years before their yi 
averaged 4%. That may be too | 
to wait where immediate yield is 
factor. 

But, he said, the next 10 years ma 
be far better investment wise 
the last 10. In only the last two 
three years has the bond market 
sented adequate yields. Since the 














maturities of most fire and cas te 
companies average 10 to 15 years, m 
ly a small portion, probably 15 to 0% co 
of the bond account, has benefited b§ in 


the era of high interest rates. As 

low coupon bonds mature, new hi 

coupon bonds are purchased in 
(CONTINUED ON PAGE 32) 


DEPRECIATION 
METHOD ON OLD 
BUILDINGS OFFERS 
TAX ADVANTAGE 


Find out about types of appraisals you maj 
need and how they are arranged from the 
informative booklet “What Every Property 
Owner Should Know About Appraisals,” which 
is yours for the asking. Write Marshall and 
Stevens, 420 Lexington Ave., Dept. 296, New 
York 17, New York. 
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mutual competitor, he remarked. This 
is the hard way to practice selection 
or insure a margin of savings to the 

licyholder. “Our management has 
responsibility to be able to afford the 
dividend scale to which we have be- 
come accustomed. The fact that rates 
in the property field are at an all- 
time low, or that forms are more gen- 
erous, or that discounts in the package 
jines are getting deeper, should lead 
to sober reflection on how far we 
can go in maintaining the status quo 
in dividends or how competitive we 
can afford to be. The results of 1957, 
1958 and the first half of 1959 cast 
some doubt on our ability actually to 
earn our dividends, and our views on 
this score may change even more if 
the spotlight of informed financial 
opinion remains focused on the need 
for conservatism on this question of 
dividends.” 


Presents Challenge 


Another real management chal- 
lenge, he added, is the merchandising 
revolution. “If we are to compete 
successfully with specialty companies 
and large independent direct writers 
we must increase our investment in 
plant, people and machine equipment. 
It may well be that the cash outlay 
necessary to provide the hardware 
for handling automatic renewals on 
all personal lines, together with other 
necessary statistical media, may be 
the largest single item of expense 
many of us have ever incurred. The 
need for ‘profit’ becomes imperative.” 

Mr. Fletcher said there are still 
many people in the mutual insurance 
business who “look for a miracle that 
will suddenly fix everything.” 

Analysis of some of the testimony 
offered in recent months before the 
anti-trust and monopoly subcommittee 
of the U. S. Senate committee on the 
judiciary—which seeks to appraise the 
workings of state regulation of in- 
surance under Public Law 15—was 
made by James W. Pritchett, vice- 
president Northwestern Mutual. 


Distortion Would Result 


If rates were not regulated, he said, 
statistics would be distorted and there 
would not be much use for present 
methods of coding. Mutual companies 
particularly would be at a disadvan- 
tage if rates were applied for com- 
petitive reasons rather than as a meas- 
urement of hazard in the risk in- 
volved. There is opinion as a result of 
testimony before the Senate subcom- 
mittee that the aim of “independent” 
companies is to loosen up the fire rat- 
ing laws, making it easy for a company 
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fell Challenges To Mutual Management 


(CONTINUED FROM PAGE 9) 


to file independently upon the basis 
of bureau statistics or to deviate with- 
out real demonstration of ability to do 
so successfully upon the basis of its 
own statistics. Mr. Pritchett contended 
that this would be a backward step in 
state regulation of insurance, and 
would create severe problems. Com- 
petition is good for the insurance busi- 
ness, but too many companies get into 
financial difficulties because of greed 
for production without proper respect 
for loss statistics. 


Believes Stability Created 


“It is my opinion that the all-in- 
dustry fire rating laws have created 
stability in the business,” Mr. Pritchett 
said. “They evidently have been sat- 
isfactory to the insurance departments 
charged with regulation of the compa- 
nies and protection of the insurance- 
buying public. ... Without finding 
fault with independent or deviation 
filings, a departure from established 
rates should be justified by sufficient 
statistics. Rates as promulgated by 
rating bureaus are based on statistical 
data considering expense and loss fac- 
tors. When a company intends to lower 
such rates, it should be in a position 
to demonstrate it has lower than av- 
erage loss and expense ratios. It is 
easy to drift into competitive practices 
without regard for adequate rates. 
Regardless of whether we operate 
on independent, deviation or dividend 
plans, sufficient premium must be 
collected in accordance with statistical 
averages to accomplish the desired 
results.” 


Importance Of Leadership 


The importance of insurance com- 
pany leadership in carrying through 
fire prevention campaigns in the high- 
loss areas of large cities was the theme 
of Alan Stevens, Liberty Mutual Fire. 
His recommendations were strongly 
supported by Percy Bugbee, general 
manager National Fire Protection 
Assn. as another speaker at the spe- 
cial meeting. Mr. Stevens pointed out 
that of some 265,000 building fires in 
the 583 U. S. cities of more than 20,- 
000 population, 30% take place in 10 
cities—New York, Chicago, Los An- 
geles, Pittsburgh, Detroit, Philadelphia, 
Boston, Baltimore, San Francisco, and 
Houston. 

He described in detail the 1958 cam- 
paign conducted in high-loss Boston 
areas, in which an intensive inspec- 
tion was conducted by skilled person- 
nel from insurance organizations and 
industry, with fire department coop- 
eration. Building fire losses dropped 
sharply in the following months, and 


it is hoped the campaign had much to 
do with this result. 

Mr. Stevens said that reduction of 
fire potential in the high-loss areas of 
the largest cities is a matter of im- 
portance to the property insurance 
business, in that an assigned risk fire 
insurance plan is not impossible if 
insurance companies decide they can- 
not accept risks in such areas. Finan- 
cial institutions are unwilling to pro- 
vide mortgage funds in such areas, 
not because the structures upon which 
the mortgages would be written are 
undesirable, but because they are bad- 
ly exposed by adjacent uninsurable 
properties. He held that the fire loss 
record has been improved considerably 
in smaller cities and towns by inten- 
sive inspection programs, and: that 
similar results can be achieved in the 
largest cities through proper organi- 
zation and insurance company backing. 





Standard Accident 
Promotes Rudell 


William R. Rudell has been ap- 
pointed assistant general counsel of 
Standard Accident... He joined the 
company in 1951 and has been an as- 
sistant counsel since 1952. Before that 
he was with Goddard, McCiintock & 
Johnson, a Detroit law firm, for 16 
years. 


Mich. CPCUs Set Meeting 


Michigan CPCU chapter will hold an 
all-industry insurance conference Nov. 
18 at the Statler Hilton Hotel, Detroit. 
Bradford Smith Jr., executive vice- 
president North America, will be the 
speaker. His talk is entitled “A Present 
Challenge and a Dynamic Future.” A 
feature of the meeting will be the con- 
ferring of CPCU designations. 
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NFPA Reports 1958 
Fire Losses Down 
In Amount, Number 


In 1958, property valued at approx- 
imately $1,279,000,000 was destroyed 
in nearly two million fires, according 
to the annual analysis of both insured 
and uninsured losses compiled by Na- 
tional Fire Protection Assn. This rep- 
resented a decrease of about $1.1 mil- 
lion in losses and about 32,000 fewer 
fires. 

A loss of approximately $309 million 
was caused in 1958 by 558,000 dwell- 
ing fires. These new high figures re- 
flect an increase of 28,000 in number 
and $32,750,000 in cost. 

Damage to all types of buildings to- 
taled $1,056,308,000—down nearly $12 
million from 1957, with 866,700 struc- 
tures involved. A better record for 
manufacturing plants, which had a 
drop from $186 million to about $175 
million, largely accounted for the de- 
crease. Cost of school and college fires 
also declined by more than $6 million 
to just under $24 million. 

An additional 1,126,875 fires not in- 
volving buildings—principally aircraft, 
motor vehicle, forest, ship, rubbish 
and grass fires—accounted for an esti- 
mated $222,500,000 loss. 

Fires of incendiary or _ suspicious 
origin increased by 40% in 1958, to 21,- 
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000, with damages of $31,656. 

Costs of metalworker fires were 
down from $28 million to $23 million, 
and the number decreased by 200 to 
2,900. Damages to mercantile estab- 
lishments totaled $95 million, down 
15%, with 37,200 fires in 1958 com- 
pared with 38,700 the year before. 

Restaurant and tavern losses rose 
sharply. Property damage was $29 mil- 
lion, an increase of $7.5 million. Fires, 
however, declined to 17,400 from 18,- 
500. There were more than 14,200 ho- 
tel, motel and tourist cabin fires, a 
drop of 10%, but damages of $18.5 mil- 
lion were down only $65,000. 

Hospitals and other institutions 
showed a slight improvement. Number 
of fires decreased by 100 to 1,600, and 
damages were $2,040,000 compared 
with $2,320,000 in 1957. Church fires 
totaled 4,200 with a loss of $18,166,000. 
This represented an increase of 1,100 
in number and a decrease of $2.5 mil- 
lion in amount from 1957. 

Garage and service station damages 
were down 20% to $27.1 million, but the 
number of fires was up from 23,700 to 
24,500. Lumber and coal yard damages 
were $17.4 million, down $1.6 million, 
but the number of fires rose from 1,- 
600 in 1957 to 1,800 in 1958 

Aircraft losses were $143 million, 
up $28 million from 1957 although to- 
tal aircraft involved dropped from 200 
to 175. There were 173,000 motor ve- 
hicle fires with a loss of $18,700,000 
compared with 160,000 and $17,200,000 
the year before. 




















Has your business reached the point where you're asking your- 
self, ““Where do I grow from here ?”’ Continental Casualty Company, 
with the most complete line of A&H coverage available, has un- 
limited expansion opportunities for those men who can qualify as 
general agents. If you possess know-how, initiative, selling ability— 
and growing pains—then contact us for an interview. It could be the 
wisest move of your insurance career. Write or call 


Wendell L. Drake, Superintendent of Agents 
Commercial Division 

Continental Casualty Company 

310 South Michigan Avenue 

Chicago 4, Illinois 











Traffic Deaths In 
Sept. Number 3,330 


Traffic deaths were the same in 
September as a year ago, according to 
National Safety Council estimates. The 
total for each September was 3,330. 

This was the second month in a row 
to show no change from the same 
month of the preceding year. 

The nine-month traffic death toll 
for the nation at the end of September 
was 27,140. This was 870, or 3% more 
than the toll of 26,270 for the same 
period last year. 


Defendants Still Lead 
In Chicago Decisions 


Chicago and Cook County juries 
continue to go against the form charts, 
according to the records of Cook Coun- 
ty Jury Verdict Reporter, which sum- 
marizes personal injury cases. From 
Sept. 1 to Oct. 30, a total of 77 decisions 
were made in contested cases, with 
the juries voting not guilty in 47 and 
awarding damages in 30. Additionally 
there were 10 ex parte cases awarding 
damages, but in the total of 87 cases, 
the defendants still lead. 

Total damages awarded in contested 
and uncontested cases are $641,631. 
The total demanded by plaintiffs in 
the 87 cases was $1,519,850. 


Allstate Begins Sale of 
Small Car Discount 
Coverage In 27 States 


Allstate this week began selling in- 
surance at a 10% discount for “com- 
pact” autos. The discount applies to 
BI, PDL and PHD on private passen- 
ger cars of limited size, weight, horse- 
power and price. 

The discount applies in 27 states— 
California, Connecticut, Delaware, Ari- 
zona, Georgia, Idaho, Illinois, Indiana, 
Maryland, Montana, Nevada, South 
Carolina, Washington, West Virginia, 
Oklahoma, North Dakota, South Dako- 
ta, Wyoming, Rhode Island, Oregon, 
Vermont, New Mexico, Mississippi, 
Hawaii, Alaska, Maine and Tennessee. 
It is applicable to cars in the lower 
price range not exceeding 2,750 pounds, 
200 inches in over-all length and 125 
brake horsepower. The price limitation 
is $2,300, but compact cars that cost 
more because of extra equipment, 
domestic transportation, etc., may 
qualify. Models of 1954 or later are 
eligible. 


American Casualty Names 
Four To A&S Posts 


American Casualty has named Ben- 
ton H. Madison A&S manager at Port- 
land, Ore. 

In other A&S appointments, John 
Somers was named representative at 
Manchester, N.Y., Darvin L. Schanley 
was transferred from the home office 
to Milwaukee as representative, and 
Frederick W. Tasney was named group 
representative at Pittsburgh. 


Landwehr Has Tax Problem 

ST. LOUIS—A federal income tax 
lien of $48,295 has been filed with the 
recorder of deeds at Clayton, Mo., 
against William B. Landwehr. It is 
charged that Mr. Landwehr owes 
$24,314 in taxes, interest and penalties 
for 1954, and $23,981 for 1955. 

Mr. Landwehr has been identified 
with the insurance business in a num- 
ber of capacities in recent years. He 
was fined $800 when he pleaded guilty 
in 1950 to a charge of violating the 
insurance laws and he presently is out 
on bond to answer to a charge of for- 
gery against him at Clayton. 
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NACCA Chiet Rips Cal 


Auto Commission Play 
Lou Ashe of San Francisco, preg, 
dent of National Assn. of Compensatig, 
Claimants Attorneys, has attacks) 
California Gov. Brown’s plan for “gy 3% 
tomated” justice in automobile injy,} 
cases. In a talk to 800 members of t, 
New York State Assn. of Plaintiffs’ Ty 
al Lawyers, meeting in New York (jt, 
Mr. Ashe said that if Gov. Brown’s pp. 
jected auto accident commission is 
approved by the California legislature. 
persons injured on the highways wou 
become second class litigants. 

Mr. Ashe defended the competeng 
of lay juries to reach just decisions jp 
complicated cases. If juries a 
scrapped, he declared, injured Person: 
will fill out some forms and receiy§‘ 
preordained, scheduled and _ inflexibj 
judgments. 


CPCUs Meet In Hawai 
After L. A. Convention |"; 


Informal seminars and _ discussig; 
groups took place at a post conventig, 
meeting at Honolulu following th 
annual convention of Society of CPcy 
at Los Angeles. 

Operations of direct writers ang M 
agency companies were compared 
the first session by Nicholas Gannam 
Allstate, and Harold Poole, specia 
agent of Hartford Fire. 0 

At the second session, Mark Briggs 
manager of Casualty Rating Bureay off talk: 
Honolulu, described how the bureay 
manages the assigned risk plan. Othe 
speakers and their subjects were Tip 
Yuke Char, Honolulu, office personne: 
Robert Deppe, St. Louis, hazards ¢ 
outriggers in relation to personal lia- 
bility; William A. Sherry, New Haven, 
garage keepers liability; and Rees Ef In 
Roston, Los Angeles, California safe 
driver plan. A panel on merit rating 
consisted of William Irwin, Thoma 
Wallace, and Edward Adler. 


Ore. Department Orders 


Deere Group Cancelled 


PORTLAND—A so-called fictitious 
group policy covering the agricultural fy 
construction and other equipment held §pert 
by dealers of the John Deere Co. has 
been ordered cancelled by the Oregonfy 
department. The business was written 
in National Fire. 

The department held the contract 
violated the Oregon anti-group statute#f 
and did not conform to requirements 
of the Nationwide Marine Definition. 
The contract has been ordered can- 
celled in all the “definition” states. 

Investigation of the group was trig- 
gered by complaints of the Oregon 
Assn. of Insurance Agents. 


American Reliable And 
Union Mutual Affiliate 


American Reliable of Minneapolis —’ 
and Union Mutual of Minneapolis have * 
affiliated, and J. E. Murphy, president 
of American Reliable, becomes presi- 
dent of Union Mutual, which now & 
titled American Union Mutual. 

The mutual has been writing fire 
and homeowners in Minnesota, and it 
now will go into the automobile field 
writing at a deviation with automatit 
renewals billed directly to the insured 












































Sayre & Toso Promotes McDiarmid 

James F. McDiarmid has been a 
pointed Los Angeles office manager 
Sayre & Toso—W. B. Brandt & Co. Mb. 
McDiarmid has had more than #¥ 
years of insurance experience. 
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Program Set For 
Indiana Agents 


The program for the annual meeting 
of Indiana Assn. of Insurance Agents 
wt 16-18 has been printed and 
mailed to the membership. 

The opening speaker Monday morn- 
ing, Nov. 16, will be Calvin D. Johnson, 
appearing through the courtesy of 
Remington Rand Corp., who will give 
the keynote address at the luncheon. 
The other luncheon speaker will be 
Frank E. Schaffer of Doremus & Co., 
who will talk on the Big I advertising 

m. 

rat afternoon there will be separ- 
ate sessions, one a panel headed by 
Art Dannecker, advertising manager 
of Ohio Farmers, entitled “Selling and 
Merchandising Build Identity—For 
You.” He will be assisted by Richard 
Cain of Evansville, Herbert Beitz of 
Kokomo, Jack Flynn of Indianapolis, 
and Charles G. Beatty of Seymour. 

The Monday afternoon meeting will 
be a seminar on public insurance 
business headed by John H. O’Hara of 
Indianapolis, assisted by Donald Bell 
of Richmond, Earl F. Tuhey of Muncie, 
and Stanley A. B. Cooper of Brazil. 

Monday evening, as usual, will be 
featured by a local board officers din- 
ner and conference, with Ohio Cas- 
ualty as hosts. 

On Tuesday, the first general session 
will hear the president’s report, and 
Bureau offtalks by Arthur R. Moss, Beloit, Wis., 
he bureayfon “Account Selling Spells Success,” 
lan. Othe#Kenneth O. Force, vice-president and 

were Tinfexecutive editor of THE NATIONAL 
personne: $UNDERWRITER, on “Are Agents Neces- 
nazards offsary,” and Dr. Carl S. Winters, appear- 
rsonal lia-fing through courtesy of General Mot- 
ew Havenffors, on “The Salesmen’s Glory Road.” 
id Rees E® In the afternoon R. J. Renteiph, 
ornia safe§Battle Ground, Pa., will talk on “The 
erit rating§American Agency System Will Sur- 
1, Thomas§vive” at the agents only session. There 
will be an election of officers, and that 
evening will be the banquet. 

At the final session Wednesday 
morning, addresses will be given by 
ommissioner Palmer of Indiana and 
Ivan Steiner Jr. of Wodster, O., and 
ndiana Capital Stock Insurance Assn. 
il have a panel “Stump The Ex- 
rts.” 

Paul H. Jones, president of NAIA, 
ill address the closing luncheon, at 
yhich trophy awards will be given. 
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erican Fire Of D. C. 


ow American Homeowners 


American Fire of District of Colum- 
ia, formed in 1873, has changed its 
ame to American Homeowners and 
creased its capital from $100,000 to 
50,000 by the sale of new stock to 
xisting stockholders. There are no 
ther changes in the corporate struc- 
ure or in the management of the 
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Robert Steinke Joins 
Celina Mutual Group 


Robert F. Steinke has joined Celina 
Mutual and National Mutual as produc- 
tion manager. He 
will be in charge 
also of advertising, 
sales promotion 
and public rela- 
tions. 

Mr. Steinke has 
been at the home 
office of Allstate 
as sales training 
director. He estab- 
lished a standard- 
ized program to 
train the sales 
force of Allstate in 
the new lines that company was enter- 
ing. Before he was with Allstate, Mr. 
Steinke was assistant editor of the 
F.C.&S. Bulletins of the National Un- 
derwriter Co. at Chicago and Cincin- 
nati for six years. During that time he 
helped launch the “Agents & Buyers 
Guide” and edited the “Insurance 
Buyers Digest.” 

Mr. Steinke began his insurance car- 
eer with Continental Casualty, and was 
with that company in the home office 
for 10 years. 


N. Y. Mutual Casualty 
Names Toelle Manager 


R. Maynard Toelle has been named 
manager of agency production for New 
York Mutual Cas- 
ualty. His insur- 
ance covers both 
underwriting and 
production. 

Mr. Toelle en- 
tered the business 
in 1929 with a 
general agency. 
Following World 
War II, he joined 
the management 
staff of Fireman’s 
Fund Indemnity 
and several years 
later became Chi- 
cago branch man- 
ager for American Foreign Insurance 
Assn. 

Mr. Toelle is national treasurer of 
CPCU society and is a past president 
of both the New York and Chicago 
chapters. He is also vice-president and 
director of Inter-American Safety 
Council. 


New Phone Book Of 
Philadelphia Ready 


The Philadelphia Insurance Tele- 
phone Directory has just been pub- 
lished by the National Underwriter 
Co. In it are the names, addresses 
and telephone numbers of persons 
active in Philadelphia insurance. 
Copies may be obtained for $1 each 





Robert F. Steinke 





R. M. Toelle 
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First Joint Company Views On Marketing Grow Out Of Workshop 


information on the market he is work- 
ing in, so that the company is not 
divorced from the actual sales level. 
He should sell ‘quality’—not neces- 
sarily price. These factors need not 
be directly related, since price could 
be lower because of operation costs. 


More aggressive selling was ad- 
vocated. The agent should be freed 
from excessive paper work in order 
to devote more time to sales. The 


(CONTINUED FROM PAGE 2) 


agent should develop a_ satisfactory 
distribution of various lines. For ex- 
ample, it is simple for him to become 
top heavy in automobile business and 
thus be unfair to his companies. It is 
his responsibility to push miscellane- 
ous casualty classes and the more 
profitable first party lines. Unless he 
applies the multi-peril or package pol- 
icy approach, the company will not 
benefit from an average spread or 


average distribution. 

Payments and accounting reports to 
the company should be handled so as 
to avoid duplication of effort and ex- 
cessive reconciliation of accounts. 
Company services—special agents, en- 
gineering, etc.—should be used to bet- 
ter advantage. The agent should be 
reasonable about the number of mar- 
kets he uses. If he has more compa- 
nies in his office than his volume 
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Identification that pays off in sales 


Associating your agency with the famous Hartford Stag 
symbol is good business — any time. And Hartford Group 
Agents have, for years, publicly displayed that trademark on 
attractive office, building, and window signs. 

Now Hartford Fire Insurance Company and Hartford 
Accident and Indemnity Company Agents have another 
device—the Roadside Sign. It’s a powerful, new advertising 
tool, specifically designated to help Hartford Agents get local 
mileage out of the Hartford’s aggressive national advertising 
which appears regularly in Saturday Evening Post, Life, 
Look, Reader’s Digest and many other leading magazines. 

Hartford magazine ads advise “See your local Hartford 
Agent.” Hartford Roadside Signs tell where to find him! 

More than 4,000 Roadside Signs now dot the Nation’s 
highways. And more are appearing every day, forging a 
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Fire Insurance Company 


GROUP 


Protection for family... _ 
home...car... business 


strong and constantly growing advertising network that works 
for all Hartford Agents... 

Individually, they work to build the agent’s prestige. Work 
to build his sales. Work as all Hartford Agent extras do... to 
identify the /ocal Hartford Agent with the nationally known 
Hartford Stag trademark, symbol of quality protection since 
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CITIZENS INSURANCE COMPANY OF NEW JERSEY, HARTFORD 15, CONN. » THE COLUMBIAN NATIONAL LIFE INSURANCE COMPANY, BOSTON 12, 
MASS. * NEW YORK UNDERWRITERS INSURANCE COMPANY, NEW YORK 38, N. Y. * TWIN CITY FIRE INSURANCE COMPANY, MINNEAPOLIS 2. MINN 
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warrants, both the agent and 4 
company will suffer in expense 
Finally, the agent should keep 
date on the trends and problems fq 
ing the business and should Strive fo 
professional status. 


Over-All Plan Needed 


On the broad question of com 
tion, the conferees agreed that leade,, 
: ip is needed to define the proble} 
draw up a plan of attack and ut j 
into operation. 

Leadership from within Compania 
was also urged. If innovations gy 


atin 





as billing, continuous policies, flexi j 


package contracts and premium 

ment plans are to be effective, 4 
have to be coordinated in a planns 
program. Here, agency attitude ay 
acceptance play an important » 
But any workable program, of neg 
sity, benefits both company and age, 


cy, for the agency-company syste 


has no clear cut independent interes; 
Competition can be met by matg, 


ing lower prices offered through mos i 


selective underwriting,  decreagip: 
service or reducing costs of operatig) 
It can be met by educating the pubj 
on the importance of quality. It 
be met by stimulating public dem 
for additional necessary  coveras 
through the introduction of new form 
and packages. Two tools available; 
an aid to meeting competition ; 
market research and advertising. 

The majority of companies operg 
ing through the independent agenj 
system stress quality over price. Hoy. 
ever, price is an important factor jj 
selling personal lines. In the currey 
inflationary period, the price of pre 
tically any item is important, as it gf. 
fects the over-all family budget, t 
conferees agreed. 


Other Considerations 


Where price is low because o 
good risks are accepted—this is 
insurance in the true _ functioni 
sense of the word. Insurance from 
actuarial viewpoint calls for the 3 
ceptance of all types of risks—gooj 
bad and indifferent—and developiy 
a rate based on the average. 

If the price is low because qualij 
is sacrificed, then the public might m 
be willing to buy—if it understood th 
meaning of quality. If quality of 
insurance policy is only measurable 
the time of loss, then insured mg 
never have the opportunity to test ii 
Therefore, he has to be informed ¢ 
the importance of buying quality 
either by agent-contact or throug 
advertising. If quality is synonomo 
with services, then the agents mis 
provide such service; otherwise th 
whole point of quality collapses. 

If the price is low because of 
duced operating costs, the public } 
the attractive opportunity of buyin 
both quality and price. Several inno 
vations within the agency syste 
could result in reduced costs of opel 
tion. Those considered at the work 
shop seminar were direct billing a 
continuous policies. 


Direct Billing Considerations 


Certain questions arise when di 
billing is considered. If a compall) 
adopts it, should the agent’s comm 
sion be lowered? If a company absort 
this cost of the agency, what happet 
to the home office cost—is it being 
creased? Is the company bettering! 
business by direct billing? Will @ 
rect billing do away with a lot of 
that beset accounting departments? 
billing is taken off the agent’s hand 
will he have more time to sell and i 
prove his relationship with the cam 
pany? 

One company group which create 
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a pup as a device for competing with 
jow price ¢ ympetition especially in 
gutomobile, pays a lower commission 

n this business. The subsidiary al- 
a its agents to stipulate whether or 
not they prefer direct billing. About 
15% of the agents accepted it, and 
there are indications that eventually 
all agents will request it. 

Another company first offered the 
agents 2 billing choice then withdrew 
it, and the company is now on a com- 
plete direct billing basis. A grace peri- 
od of 20 days is allowed, after which, 
if payment is not made, the policy 
becomes ‘not in force’ without any 
formal cancellation. This company is 
convinced the system costs less, since 
ittakes a smaller staff to handle the 
direct billing than to handle the 
agent’s account. 


More Examples 


Another company reported that 
while it has not adopted direct billing, 
it might have to because of agency 
conditions. A survey made in New 
York State showed that this com- 
pany’s average agent was spending 
50% of his working day checking 
palances. Eliminating this would make 
selling time available. The increase in 
business could make up any commis- 
sion differential. 

Another company stated that a large 
agent who is on a 25% general agen- 
cy basis, writing his own automobile 
policies, figures he would be ahead on 
a 15% commission basis with direct 
billing. 

One company’s experience on opera- 
tive aspects of direct billing revealed 
that few rubber checks were received. 
They are turned over to the agent for 
handling. To maintain adequate com- 
mission records, this company uses 
computing machines and estimates it 
costs 25 cents to send an agent his 
commission check monthly. The pro- 
cedure achieves economy and _ in- 
creased accuracy. 


Most Pay By Check 


Most customer payments are made 
by check, the company _ reported. 
Those who do not have a checking ac- 
count can pay cash to the agent who 
remits the gross amount to the com- 
pany. 

In summary, the conferees felt that 
direct billing definitely works. It low- 
ers costs because of the elimination 
of accounting differences and follow- 
ups. Economies of electronic data pro- 
cessing can be realized in billing op- 
erations. While this started with pri- 
vate passenger business, the same 
general method can be advantageously 
applied to all the personal lines. Pol- 
icyholders do not resent direct billing, 
judging from the millions of auto in- 
surance buyers who are under the 
system. 


It was also noted that direct bill- 
ing makes available at an earlier date, 
funds which may be used for invest- 
ment purposes. For example, if a com- 
pany collected all of its money on a 
direct billing basis it would have the 
premium income for any given month 
% to 60 days sooner than otherwise. 
This could make eight to 16% more of 
a company’s total premium income 
awailable to its investment depart- 
ment. 


Continuous Policies 


Also considered at the workshop 
Was the matter of continuous policies 
% an aid to production of business 
and reduction of costs. Discussion re- 
Volved around workability, pessible ad- 
vantages, and general acceptance by 
agents. On the basis of life company 





experience, it was felt that the agent 
does not lose. contact with insured 
but may even have more because of 
increased time freed from detail. 

The problem of revisions in cover- 
age under continuous policies can be 
handled by insert-type policy jackets, 
provided the revisions broaden rather 
than restrict the coverage. In the case 
of a restricting revision, another sys- 
tem has to be used since policies can- 
not be restricted by adoption. 

While it may be contended that 
numerous endorsements make for 
‘messy’ or ‘difficult maintenance’ by 
the policyholder, the opinion was ex- 
pressed that this was not a valid rea- 
son for objecting to continuous pol- 
icies. It was felt that ordinarily the 
policyholder does not properly main- 
tain the policy in any form. Usually 
he does not know where it is. He 
rarely takes time to put an endorse- 
ment with his contract, and if he gets 
into trouble he looks to his agent for 
interpretation of the policy. If the 
agent keeps accurate records, there is 
no problem. 


Company Comment 


On the problem of coding require- 
ments in the use of renewal certifi- 
cates, one company stated: “In the 
past a renewal certificate, in order to 
be coded, had to have all the wordage 
of the original policy, so that there 
really was no great advantage. With 
machines we have been able to issue 
the certificates for several years. They 
are all coded internally and we have 
no problem there. We have been us- 
ing the system of putting out a new 
jacket when the policy form is 
changed. The only problem is that of 
countersigning. We do not change the 
policy number when we issue a new 
policy. We continue with the same 
number whether it is a certificate or 
new policy.” 

It has been estimated that the re- 
newal retention on a continuous form 
six months contract runs somewhere 
between seven and eight times that of 
regular business. When this is con- 
sidered in light of credit reports cost- 
ing somewhere between $3 and $4 a 
copy, the lower expense factor cannot 
be ignored. It could be that rate de- 
viation has an effect upon increased 
retention, the conferees agreed, but 
its extent is not known. 

It was felt that although certificates 
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did not work out in New York state 
years ago, that they were now practi- 


cal because companies have tailored 
other parts of their systems to the 
certificates, and have worked with 
agents to the point where certificates 
are of real value and not just a 


‘gimmick.’ 

It was noted, however, that a num- 
ber of companies have experienced 
agent resistance to continuous policies, 
some feeling that since they are selling 
an intangible product, they at least 
should give insured a policy. 


Package Idea 


At the workshop, inclusion of auto- 
mobile, A&S and life in homeowners 
was suggested. One company reported 
spot testing a new policy that in- 
cludes life, A&S, comprehensive lia- 
bility, fire, auto and other personal 
coverages. Insured can select various 
coverages under one policy form, and 
payment is budgeted on a monthly 
basis. Another suggestion was the ex- 
tension of the specialty package pol- 
icies to meet the specialized needs of 
particular classes of business. 

The conferees noted that 


the op- 
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portunity to select various coverages 
under one policy form might be the 
most desirable arrangement. However, 
the package has the advantage of 
simplicity important to the large ma- 
jority of insured whose familiarity 
with needed coverages is limited. It 
was felt that if insured had the op- 
tion to select various coverages, he 
would not get adequate protection in 
all areas, whereas with a package he 
cannot refuse features. 

It was noted that some of these 
ideas were tried and abandoned in 
former years. However, it was felt 
that the present day market is geared 
for acceptance of such new policy 
forms and packages. It is anticipated 
that there will be less state regula- 
tion resistance to such policies, with 
the extension of broad multiple-line 
underwriting powers. The package pol- 
icy can best be promoted on a month- 
ly payment plan, and no one can 
deny the acceptance and popularity of 
installment buying in other areas of 
merchandising. 

Market research surveys can aid in 
meeting today’s competition because 
they can tell the companies and agents 
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what they are up against in the mar- 
ket and what operating changes are 
necessary. A survey undertaken by 
one company indicated that there was 
a lack of public awareness of the com- 
pany, that the company’s low price 
policy was not generally known, that 
many dropped their insurance with 
the company because they did not 
have the money when the premium 
was due, that it is the man rather 
than the woman in the family who 


purchases many coverages. Accord- 
ingly, changes were made in the 
company’s advertising program—the 


amount was increased, it was directed 
to the men, and the copy sold more 
than price. 


Surveys Can Help 


Surveys can help develop a new 
marketing program. One company 
selected about 1,000 employes who 
were asked to call upon five of their 
neighbors. They assured the neigh- 
bors that they were simply seeking 
information, not selling insurance. The 
public was asked: Who is your agent? 
When did you see him last? In what 
company is your insurance? 

Surveys can inform a company what 
it can and cannot do when under- 
taking a new line of business. One 
company conducted a survey among 
al] its agents as well as agents of its 
competitors. Among other things, it 
found that continuous policies and di- 
ect billing would be acceptable in a 
great many cases and that insured 
wanted rate deviations. 


Attitude Important 


While agreeing on the advantages 
of market research, the conferees 
stressed that before any research is 
done, a company should be committed 
to a willingness to do something about 
what it uncovers. If the company does 
not have this attitude, it is wasting 
its time and money. It was observed 
that marketing research as a selling 
tool has been limited among inde- 
pendent agency stock companies. One 
comment was to the effect that since 
this type of company does not have 
direct control over its sales force, it 
does not bother with such research. 
However, some of the larger stock 
agency companies have used market 
research to great advantage. 

The conferees agreed that compa- 
nies in cooperation with agents can 
develop a dynamic advertising pro- 
gram which will tell the public that 
what it really gets when it buys in- 
surance is a ‘sense of security,’ and 
that when it buys this product, the 
features of service and quality should 
not be underestimated. 

Advertising should point out that 
the public may never own whether 
the product it bought is good or bad 
until a loss occurs. Then the service 
of the company and the agency backs 
it up one way or another. Advertising 
should be constant rather than a one 
shot proposition, selling the services of 
the agency system. It should be sup- 
ported by the agent’s follow-up in 
getting out and contacting people; 
otherwise ustomers are going to buy 
strictly on a price basis. 


Must Answer Questions 


“ When planning an advertising pro- 
gram, these questions have to be an- 
swered: Can the advertising be best 
handled through the company or 
through the agency? What media 
should be used to reach the right 
people? Is the approach and copy 
suitable to the desired audience? If the 
company advertising budget is small, 
a decision has to be made as to whieh 
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will bring the greatest return 
vertising to the agents or to the » 
lic. 

It was indicated that in gen. 
stock agency company advertising } 
been poor in many instances, The 
vertising has not told the prospe, 
policyholder what he wants to kno! 
Advertising should be geared to wh 
insured should know in order to bab cnt; 
the insurance of a particular Compan. 
on an intelligent basis. 


3 Promoted To Officers 
Of Hoosier Casualty 


Several officers have been Promotg 
by Hoosier Casualty. 

Edward Acree, comptroller, has bed 
promoted to treasurer. i 

Harold A. Moore, manager Au 
department, has been promoted 1 
secretary and has been elected ad 
rector. 

Andrew J. Stone, auto underwril; 





ing manager, becomes assistant y Wh 
retary. two y 
ror, were 

Gitchell Named Chairman }* ; 
Donald Gitchell has been elec ao 

: ; . . epar 
chairman of the Surety Manager's (iy descr’ 
of Kansas City. John L. Kelly is vig iturne 
chairman and H. Kent Foil, secretap years 
treasurer. hard | 
4 affect 

Example Of Service By Agent |turne 
D. C. Bates, local agent at Alexaghamn 





dria, La., has purchased a small q 
which he furnishes to clients of 
agency who have their collision } 
surance with him, when they have 
accident that puts their own vehicle 
the shop for repairs. All insured 
tributes is the gas and oil—and gu 
care. 
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oo mdReporter Says Public 
in geafResents High Rates 


ertising }, (CONTINUED FROM PAGE 2) 
es. The Aine attention of a newspaper so that 


PFOspeetiy s told. 
tory gets to : 
ts to kno ia. Bastion to the problem of high- 
red to wh er auto liability rates, according to Mr. 


rder to } Williams, is for the business (1) to lay 
ar compe ts cards on the table with the news- 
apers, (2) fight inflated and fraudu- 
jent claims, and (3) spend more mon- 
‘ers ey on preventions, e.g., the claims in- 
jex bureau that has been set up in 


Miami. 
390 Is A Fortune 


His newspaper became interested in 
auto liability rates after they had risen 
nager to $90 in Miami ($200 for 2C). To Mi- 
romoted @amians earning $50 a week, and many 
lected a , of them do, this is a fortune. His own 
two cars cost him $160, and he regards 

underwrif this as a great deal of money. 

Sistant s& when the News began to cast about, 
two years ago, to learn why auto rates 
were rising—at a time —— the ge 

; remium in Dade County was 
airman . ‘ooked first toward the insurance 
een elects department. Commissioner Larson was 
hager’s Ci iescribed as “the man who had not 
elly is vig tumed down a rate increase in 10 
l, Secretan§ oars,” The newspapers gave him a 

hard time for a while, but this didn’t 
affect the rates. The papers then 
Agent {tuned to high jury verdicts. They 
at Alexaghammered on the $100,000 award. But 
a small egplaintiff attorneys rejoined that the 
ents of gpaverage jury verdict was $6,000, that 
Ollision gall awards of more than $25,000 would 
ey have gadd but a few cents to the premiums. 
n vehicle g hese attorneys blamed the insurance 
nsured cap companies for high rates. ; 
—and gog Mr. Williams was assigned to find 
out something about rate making. It 
didn’t take long to learn that PDL was 
ot the trouble. The PDL premium for 

mi was almost the same as for the 

mainder of the state. BI was where 

mi was going hog wild. It had three 
jury claims, costing an average of 
£100 each, per 100 cars. This com- 

ed with 1.8 at $825 for the rest of 
le state. Other large cities had much 
wer BI claim frequency and a lower 
rt claim cost. 


nt Claims 


It didn’t take long to find out that 
B trouble lay in the area of fraudu- 
and pumped up claims. All sorts 
/people were participating in the 
r chase—police, ambulance driv- 
§, hurses, garages, even doctors were 
fering injured persons to attorneys. 
mpetition was so keen that injured 
limants were being signed up in 
Rergency wards. There was a vast, 
fanized industry grinding out mil- 
ms in claims a year against the in- 
ance companies. He learned that it 
hot the big cases but the $1,500 
lip lash claims which insurers could 
Safford to fight that were ruining 
business. 
Me articles led to substantial clean- 
‘eliorts by lawyers, citizens, judges, 
tinsurance department and others. 
me of this is still going on. In the 
#Mmonth after the start of the arti- 
& the number of cases filed in Mi- 
dropped from 250 to 167, the next 
th to 148. In the first six months 
1959 1,263 were filed, compared 
® more than 1,500 the previous 
Ps first half. 
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-N. promoty 


ef. has beg 








tate Makes Changes 


Ad Department 
weestate has promoted Thomas F. 
jenan and John W. Dear Jr., for- 
advertising managers of the 
lic Coast zone and the southeast 
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zohe, respectively, to assistant adver- 
tising directors at the home office in 
Skokie, Ill. Both have been with All- 
state since 1956. Before that, Mr. 
Kiernan was advertising manager of 
Rheem Mfg. Company’s Wedgewood di- 
vision, Newark, Cal., and Mr. Dear was 
director of advertising and public re- 
lations of Akers Motor Lines, Atlanta, 
Ga. 

Richard Cline has been promoted 
from assistant advertising director to 
director of art and forms design. 


Chicago Agency Elevates 


Sonneveld, Two Others 


Peter Sonneveld has been promoted 
to vice-president, treasurer and a di- 
rector of R. N. Crawford & Co. of Chi- 
cago. He has been controller and treas- 
urer for 10 years. 

S. G. Michalsen, secretary of the fire 
and marine department, has been ap- 
pointed vice-president of that depart- 
ment, and R. J. McNally becomes vice- 
president of the casualty and surety 
department of which he has been sec- 
retary. Mr. Michalsen has been with 
the Crawford agency for 12 years, and 
Mr. MeNally for 10. 


Cites Results Under 
New Auto Plan 


(CONTINUED FROM PAGE 15) 

in position to be helpful to insured 
instead of badgering him for money. 
Except for the 20 day grace period on 
renewal, the “free” insurance that too 
many have been getting under the 
conventional system has been elimi- 
nated. 

He cannot understand the popular 
complaint that under direct billing the 
producer will lose contact with his cli- 
ents, or lose his identity. The idea 
that any good will is engendered when 
a client is dunned for payment of a 
bill is strange. If more contact with 
insured is an objective, the direct bill- 
ing system offers advantages in pro- 
viding more time for the producer to 
make constructive calls. 

Another point that is frequently 
raised is that of the agent losing con- 
trol of expirations under a direct bill- 
ing system, Mr. Sherwood said. He did 
not speak for other companies on this 
score, but insofar as his company is 
concerned, the agent retains owner- 
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ship of the expirations, even though 
renewal premiums are collected by the 
company. If the agency relationship 
should be severed, he retains complete 
control of expirations, unless he fails 
to pay the balance due. The company 
will not solicit renewals. This is 
spelled out in the special agency con- 
tract under this program. 

If an agent will take a hard look at 
the potential auto market in his com- 
munity and then at the percentage of 
available new business he is getting, 
he can arrive at a sound conclusion 
as to whether he should consider the 
sales advantages which a low cost plan 
can provide, Mr. Sherwood noted. 
Certainly the answer will not be the 
same in all agencies, or in all areas. 
The important thing is to make use of 
competitive tools where and when 
they are needed. ; 

The plan has been offered to agents 
on an optional basis, he continued, but 
the reaction has been surprisingly fa- 
vorable. It has only recently been in- 
troduced in eastern states, but more 
than 200 producers signed up within 
the first month after approval was ob- 
tained in Connecticut, District of Co- 
lumbia, and Pennsylvania. 
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Companies’ Fate Rests With The Agent. 
Amos Redding Tells New York Meeting 


(CONTINUED FROM PAGE 4) 


approach agencies and tell them that 
commissions are being reduced be- 
cause provision has been made for 
reduced acquisition cost factor in the 
rate filing. In upstate areas the com- 
panies had held the line, but when 
the March, 1959, NAUA filing took 
effect, field men informed agents of 
commission cuts, despite the fact that 
experience in those areas had been 


favorable. 

James M. Cahill, secretary National 
Bureau, before entering on his ad- 
vertised topic, safe driver insurance 
plans, denied Mr. Schwab’s charge 
that companies, to any extent, are 
misusing the rating section of the 
law to fix prices in concert. 

As to further development of new 
automobile plans for more states, Mr. 


Cahill said the bureau needs time to 
consider those already in operation. 
However, he suggested, state officials 
can help by having the quality and 
availability of motor vehicle records 
reviewed so that they can be made 
available at a reasonable fee for use 
of insurers. 

Thomas O’Boyle, manager New York 
Motor Vehicle Indemnification Corp., 
reported that of 1,000 cases since 
Jan. 1, brokers or agents had reported 
seven, individuals had reported 24, 
and the remainder were calls from 
lawyers. He stressed that insured who 
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is involved with a hit and run, org 
of state, or uninsured driver, Shouldhers 
report the matter to police within y : fo 
hours. It should also be reporteg had. 
MVIC within 90 days. ive 
Should there be disagreement othe 
the settlement between insured . jctit 
the indemnification corporation, jt an 
be judged by American Arbitratig 
Assn. This precludes the need iy 
litigation. In fact, Mr. O’Boyle noel; 
arbitration mechanism has been neejall. 
only three times. One case has hel 
decided and two are pending. . 
He said that MVIC takes no staph 
pro or con, on legislation which 4 ’ 
companies seek to handle endo, 
ment cases. Such a bill was passeq } 
the New York legislature last yeu 
but was vetoed by the governor, © * 
Superintendent Thacher of y; 
York opened the afternoon  sesgig 
He emphasized the agent’s responsij 
role as representative of the insy 
ance business before the public. 


Blum’s Advice To Members 


Arthur Blum urged local assogi: i 
tions to maintain and increase me 
bership. State legislators want to knp 
how many people the  associatig: 
spokesman represents on any legis; 
tive matter. Agents writing to helt 
legislators should explain clearly wy 
they support or oppose a certain }j 

The association membership will } 
polled on their desires regarding 


oul 





Buyers Hold First f F 
Regional In Cleveland } i: 


The first regional meeting of Amer 
can Society of Insurance Managemey 
was held in Cleveland. Called @ H 
Charles H. Thiele, insurance manag 
of federated department stores, (j 







































viev 
cinnati, and regional vice-president § poli 
the association for Illinois, Indian§ dire 
Michigan, and Ohio, the meeting wa caus 
held to develop a closer liaison betweg 4 
chapters and to exchange views ¢ of | 
activities and future programming if aqq 
other regional conferences and educ® yny 
tional seminars. shot 

Arrangements were made by Mili ie 
Julia Sullivan, insurance manager § occ 
General Tire & Rubber Co. of Akm§ mot 
and secretary of the Cleveland chapt® gen 
of the buyer group. mu 

Methods of increasing chapter meng age 
bership was discussed by Blaine Wilt h 
of Automatic Electric Co., Northlak gre 


Ill. 
Others who attended the meeting: 
Frank O’Shaugnessy, Container Con 


of America, Chicago; Clayton R. Jame be 
Addressograph-Multigraph Com ree 


Cleveland; A. J. Haberer, Procter 
Gamble Co., Cincinnati; George L. ] 
Cready, Cleveland Pneumatic Indi 
tries; Ewald R. Zimmerman, America 
Bakeries Co., Chicago; Paul Kipp, U.§ 
Gypsum Co., Chicago; Paul W. ¥ 
berg, Goodyear Tire & Rubber 
Cleveland; Wesley A. Johnston, C 

ler Corp., Detroit; John M. Uli 
Jaeger Machine Co., Edward W. 
staetter, North American Aviati 
Sam Garwood, Columbus & Southe 
Ohio Electric Co., and Peter A. Burt 
managing director of the society. 
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rUN, OF oyllroup A&S plan for association mem- 
Ver, shonMhors and their employes. The decision 
© within yf. for the members to make, Mr. Blum 
reported sfisid, but he indicated a certain sensi- 
5 iyeness about the subject in view of 
reement onpithe association’s complaints against 
sured ayfictitious groups. 
ation, it wy He said the association had replied 
Arbitratig wy letter to a speech made at the 
> Need fivatA convention in Chicago by Don- 
30yle note lid P. McHugh, counsel of the U.S. 
been needs conate subcommittee investigating the 
e has beg cyrance business. He said Mr. Mc- 
ng. ugh “seemed to be attacking the 
°S NO staniyyreaus” in his speech. While agents 
| Which tifyave been critical of the bureaus, it 





le endorgfygs the rating organization that 
‘S_ Passed blinelped build up the agency system, 
> last yeuyr. Blum noted. If too many compa- 
rnor, nies deviate, it could lead to a rate 


r of Neflwar that would be disastrous to the 
ON Sessiogf pusiness, he said. 

» Tesponsipj Mr. Rice’s discussion ranged over 
the insur many topics. He said federal legisla- 
lic. tio would be of little advantage to a 
} business which is mainly intra-state 
in nature. 







Cal assoeis 
Tease mem , Contingent Fees 
ant to kn, Would Curb g 
associating’ He suggested insurance organiza- 
any legis tions should attend to the matter of 
ng to thefthe so-called tort lawyer. The contin- 
clearly wh gent fee is illegal in Great Britain, 
certain bill yr, Rice said, and something should 
ship will} be done to curb the system here. The 
regarding method sounds proper at the outset, 
but when the plaintiff sees how much 
of the award goes in lawyer’s fees, he 
is inclined to ask, like the old Irish- 
man, “Who got hit with the brick?” 
If courts cut claimant attorney’s fees, 
A pending litigation might be reduced. 


He observed that perhaps there are 
too many bureaus, particularly in 



















mi cause it is not so afflicted, he said. 


Agents tend to overlook a gold mine 
of prospects in their claims file, he 
added. Whenever the agent sees an 
unusual claim from one client, he 

should check to make sure his other 
clients are insured against a similar 
occurrence. Public liability and auto- 
mobile policies with a limit per acci- 
"dent would result in saving time and 
much misunderstanding, and allow the 
agent more time for profitable selling. 

Mr. Ward made the point that the 
Pgreatest portion of the production ex- 
pense is in servicing accounts, not in 
clerical work. Also, a good producer 
“Twill determine why the line is not 
“4 acceptable, and then have insured cor- 
tect or remove the hazard, thereby 


making the line acceptable and profit- 
able for all. 
Mr. Goldberger said many complain 





ociety. 


—_ 
———— 


Brown, 
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World Wide Use Of 
Bonds Is Growing 


Surety bonds have become and will 
continue to be a general rather than 
an exceptional requirement in con- 
struction and other fields throughout 
the world, Charles R. Smith, Amer- 
ican International Underwriters, told 
Assn. of Bond Underwriters of New 
York City. There is and will be an 
expanding need in many countries for 
more constructed projects of mills, 
factories, roads, public buildings and 
substantial engineering works, he said. 
Many more of American builders are 
utilizing such opportunities abroad for 
profit. 

in countries where public building 
and construction has been usual for 
many years, Mr. Smith said, some 
form of performance guarantee is a 
normally accepted requirement. In 
Germany and Switzerland, surety com- 
panies are furnishing small perform- 
ance forfeiture bonds. In the sterling 
area, contractors have long been re- 
quired to put up bank guarantees. 

In such widely separated places as 
Cuba and Japan, builders must pur- 
chase government securities and de- 
posit them with the owner until the 
work is completed. In small inde- 
pendent countries it has been felt that 
performance guarantees were not 
needed. Here, the building was cus- 
tomarily done by wealthy family build- 
ing concerns which divided the work 
among themselves. With no competi- 
tion there was little need of bidding 
cheaply, especially with political in- 
fluence often present to cure failures. 

Those conditions were not capable 
of accommodating the large construc- 
tion programs begun in many places 
after World War II, Mr. Smith stated. 
At first, many jobs were let without 
bidding and some cost far too much. 
In other cases, builders failed and 
created losses. Since much of the mon- 
ey for these programs was coming 





about public claims consciousness. 
However, it is this that has made the 
public “insurance protection con- 
scious.” Long established legal pre- 
cepts dealing with privity of contract 
in distribution and consumption of 
products show signs of being upset 
by skillful efforts of plaintiff lawyers. 
As these lawyers succeed, Mr. Gold- 
berger observed, they give tremendous 
impetus to the undeveloped area of 
products liability and completed op- 
erations insurance. 

He agreed that agents don’t get 
enough selling time but noted that, 
because of this, continuous policies 
and direct billing seem less of an evil 
in the struggle for survival. 

















from the U. S., American customs and 
practices were influential and many 
of them were adopted. Among these 
was surety bonding. 

Many countries saw a great devel- 
opment of general business activity 
with new and strange faces in sub- 
stantial numbers. In some countries 
insurance brokers and agents ap- 
peared for the first time. Local com- 
panies began to develop both for in- 
surance and bonding needs. Among 
strangers, personal acquaintance and 
mutual trust did not exist to constitute 
acceptable guarantees. Again, bonds 
were the answer. In many areas now, 
fidelity, customs, court and supply 
bonds are common, he stated. 


Seaboard Surety has elected Charles 
C. Tillinghast Jr., vice-president and 
director of Bendix Aviation Corp., a 
director. 
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Reliance Takes Oscar 
For Top Annual Report 


Reliance won the bronze “Oscar of 
Industry” presented by Financial 
World magazine for the best 1958 an- 
nual report in the property-casualty 
business. Title Guarantee of New York 
took second honors, and Liberty Mu- 
tual third. 

A. Addison Roberts, vice-president 
of Reliance, accepted the trophy at the 
annual awards banquet given by the 
publication in New York City. 

Nw Mutual Names 3 In Claims 

Gilbert W. Watkins has been named 
district claim manager at Tucson of 
Northwestern Mutual of Seattle, Wil- 
liam Ritchey becomes manager of 
claims at Tulsa, and Gerald Leifer- 
man has been assigned claims super- 
visor at Los Angeles. 
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Davis Regards Insurer Stocks As A Prime 
Long Term Investment At Discount Prices 


(CONTINUED FROM PAGE 22) 


place. Bond accounts are throwing off 
increasing income. 

Furthermore, having sustained the 
heaviest underwriting losses in the 
history of insurance during the past 
five years, insurers have had below 
average funds to invest. A return to 
profitable underwriting will not only 
stop the cash drain due to under- 
writing losses but will add funds for 
investment and spur investment in- 
come further. Higher insurance rates 
plus the greater volume of risks to be 
underwritten will also add investment 
funds. 

Another Group Of Insurers 


Another group of insurance stocks, 
return a dividend of 4 to 54%: They 
are Continental, Home, Great Ameri- 
can, Boston, and New Hampshire. The 
average yield of these five stocks cur- 
rently is 4.4%. During the past decade 
their investment income rose an av- 
erage 103% and their dividends to 
stockholders 74%. These increases are 


far better than those of any ordinary 
bond, mortgage or preferred stock. 
While their growth, either in invest- 
ment income or dividends received, 
has not been as great as the blue 
chips, they have paid their own way 
in the last decade and are doing so 
currently, Mr. Davis observed. If divi- 
dends are increased during the next 
decade as during the past 10 years, 
they would yield 7.7% at cost by 1969. 


Difficulties Overemphasized 


Mr. Davis believes that the com- 
panies’ underwriting difficulties have 
been overemphasized and the steady 
rise in investment income, out o 
which dividends are paid and future 
value created, have been overlooked 
in recent years. He noted that the 
underwriting dollar earned is con- 
siderably less valuable than the in- 
vestment dollar because the under- 
writing dollar is subject to a 52% 
income tax. The investment income 
dollar is subject to a 52% tax only on 








interest from government or corporate 
bonds, to no tax at all on interest 
from tax exempt bonds, and to an ef- 
fective tax of only 7.8% on dividends 
received. The average tax on invest- 
ment income is around 10 to 15% in- 
stead of the 52% on underwriting in- 
come. 


Worth Twice As Much 


The stockholder thus keeps approxi- 
mately 85 to 90% of the investment 
income dollar compared with only 48% 
of the underwriting dollar. Hence in- 
vestment income is really worth about 
twice as much as underwriting in- 
come. 

It is one of the curious anomalies 
of market history that more heed has 
been paid to the underwriting function 
of insurance companies than their in- 
vestment income function, Mr. Davis 
contends. 

Underwriting figures have begun a 
major improvement after the five 
worst consecutive years in insurance 
history. The improvement began in the 
second quarter of last year, snowballed 
during the second half, was restrained 
during the first quarter of 1959 due 
to the coldest winter in 50 years, and 
now seems in full swing once more. 
Higher insurance rates, closer atten- 
tion to expenses (including reduction 
in acquisition costs) and more selec- 
tive underwriting have been the prin- 
cipal factors in the betterment. 

A quiet revolution is going on in the 
field of distribution of insurance to 
meet the competition of the direct 
writers, he observed. More and more 
companies, including the most im- 
portant, are experimenting with such 
new devices as direct billing, conti- 
nuous policy, cash with signed appli- 
cation and reduced acquisition costs. 


Rating More Flexible 


Rating procedures are being made 
more flexible so that rates will reflect 
more readily current rather than past 
costs. Pricing in insurance is unlike 
that of any other enterprise where 
the price can be set upon estimated 
future costs. With modern business 
machines, pricing can be become more 
flexible and in line with current un- 
derwriting conditions. This represents 
a major underwriting improvement. 

Mr. Davis expects to hear less about 
underwriting conditions in the future, 
as they undergo their normal improve- 
ment, and more about increasing in- 


Pa. Moves Bills On OD Pay 
And Stock Capitalization 


Pennsylvania senate has passed and 
sent to the house, a bill increasing 
maximum occupational disease bene- 
fits from $37.50 to $42.50 a week, and 
liberalizing other benefits. 

The house approved a bill passed 
earlier by the senate, giving company 
board of directors specific authority, 
under the direction of the stockholders, 
to increase capitalization. Under pres- 
ent law such action may be accom- 
plished only by the stockholders. 


National Bureau Names Two 


National Bureau has advanced Dan- 
iel J. McNamara from assistant act- 
uary to senior assistant actuary and 
Thomas A. Greene from actuarial su- 
pervisor to assistant actuary. 

Mr. McNamara joined the bureau in 
1958 and Mr. Greene in 1956. 


General Adjustment Bureau has ad- 
vanced William E. Sigmon from the 
Roanoke, Va., staff to manager at 
Augusta, Ga. He succeeds Walter H. 
White Jr. who has been transferred to 
Miami Beach as manager. 









November 6, he 






















vestment income due to high inter. 
rates. The fundamental values be} 
insurance stocks should also comm: 
attention. Many insurance stocks » 
be purchased for less than their op, 
mon stockholdings alone. That js be. 
ticularly true in the second gp, 
above. 
Continental, for example, has ep 
mon stocks currently estimated wo, 
$71 per share and is selling at 59 , 
30% below common §stockho ding, 
Home is another example, with co 
mon stocks worth $67 and selling 
52, off 22%. Great American is 
more startling, with common 
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currently estimated worth $70 » 
selling at 36, off 49%. New Hampshng £0 
at a price of 45 sells at a discoms ™ 
31% from commons worth 65 ps ™ 
share. For Boston the figures are ¢ © 
for common stocks and selling atyf 2 
off 11%. Needless to say, the comm 
stocks owned by these insurers af fit 
the bluest of blue chips. lit 
A composite of these five stoa§ 
shows that insurers in today’s ma se 
are selling on average at a du ° 


count of 45% from their net wort 
he said. Their common stock portfolj 
can be had at 71 cents on the dollar. h 
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What " 
your 
clients = | « 
don't 
know |: 

can 


hurt 
you 


Suppose a client of yours hadi 
fire today. If his insurance proved inade 


quate, could you expect much future bus} 
ness from him? 7 


Suppose another client is carrying mor b 
insurance than he actually needs, Som 
other agent could show him how to savea} 4, 
premiums, which certainly wouldn’t heb st 
your cause. 

When your client doesn’t have prope P 
coverage, you stand to lose some busines. 

What’s the answer? An appraisal pre T 
pared specifically for insurance purpose 

When you recommend The Ameria} id 
Appraisal Company, your clients will gu} of 
the benefit of our 63-year leadership in the 
field. Appraisals are thorough and detailed m 
based on facts that will stand investigation} 

American Appraisal reports for youp ™ 
clients are good protection for you. 


LEADER IN PROPERTY VALUATION 


The 
AMERICAN 
APPRAISAL 


Company® 
Home Office: Milwaukee 1, Wisconsin 
Offices in 18 cities coast-to-coast 
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Allstate Holds Small 
Car Claims Clinic 


Allstate has held a compact car 
clinic in its home office to acquaint 
its claims people with new models of 
smaller cars. The clinic is the first of 
a series which Allstate plans to stage 
throughout the country to familiarize 
employes with damage and repair char- 
acteristics of these new cars. 

jn addition to providing actual 
models for study, a display also pro- 
yided an Opportunity for their em- 
ployes and families to inspect, side 
by side, seven makes of American and 
foreign cars. Included in the show 
were the Studebaker Lark, Rambler 
American, Chevrolet Corvair, Ford Fal- 
con, Renault Dauphine, Volkswagen, 
and Triumph TR-10. 

Following the show at the home of- 
fice, a display will be held at the II- 
linvis regional office, also at Skokie. 
Other shows are being planned at 
several of the Sears stores in the Chi- 
cago area. 


Continental Liable 
In $4.4 Million Claim 


U. S. district court in St. Louis has 
ordered Continental to pay Monsanto 
Chemical Co., $4,432,188 for damages 
ina 1957 explosion at its chemical plant 
in Nitro, W. Va. The suit was to deter- 
mine whether Continental or Hartford 
Steam Boiler should pay. Continental 
has not yet made a decision to appeal. 


Mutuals Revise OL&T And 
CPL Rates In New Jersey 


Mutual Insurance Rating Bureau 
has revised BI liability rates for OL&T 
in New Jersey for residences, schools, 
theatres and risks such as automatic 
slot and vending machines, boat 
houses, bathing beaches, skating rinks 
and swimming pools. 

New Jersey amendments also apply 
to comprehensive personal and farm- 
ers CPL to permit writing these pol- 
icies for six months in combination 
with a six months automobile liability 
policy. 


OL&T Rates Rise 24.6% 


For Mutuals In Kansas 

Mutual Insurance Rating Bureau 
has increased BI rates for OL&T area 
and frontage classifications in Kansas 
24.6%. Storekeepers liability rates have 
been revised so that they will not be 
less than 10% greater than the com- 
bined BI and PD rates for the corre- 
sponding OL&T classification. 


Preferred Of Michigan 
To Pay Stock Dividend 


Directors of Preferred of Grand Rap- 
ids have voted to pay a stock dividend 
of 2% to stock of record Oct. 29. 

The new chairman, Wendell Ber- 
man, reported to directors that the 
company had a decided improvement 
in the first nine months. 


HteNATIONAL UNDERWRITER 


GAB Makes Changes In 
Pa., W. Va., Md., N. Y. 


General Adjustment Bureau has 
made several changes in Pennsylvania, 
West Virginia, Maryland and New 
York. 

The bureau is dividing the Pitts- 
burgh territory into two offices, the 
present one at 875 Greentree Road 
under Eugene Cornwell, formerly man- 
ager at Charleston, and a new one to 
be at 7920 Perry Highway under John 
T. Ball, who has been resident adjuster 
at Johnstown, Pa. The Perry High- 
way office will serve parts of Pitts- 
burgh and Allegheny County north 
of the Ohio and Allegheny Rivers. 

Carl D. Copenhaver, manager at 
Clarksburg, has been named manager 
at Charleston. Bernard D. Weaver, 
manager at Wheeling, succeeds him 
at Clarksburg. John L. Nunemaker. 
manager at Beckley, goes to Wheeling 
as manager. 

James A. Nancarrow, senior adjuster 
at Washington, D. C., goes to Beckley 
R. R. Smiley becomes general adjuster 
for West Virginia with headquarters 
at Charleston. He succeeds John A 
Shannon, now regional supervisor for 
this area. 

John B. McLaughlin has been named 
manager at Baltimore, to succeed 
Philip E. Robinson, who goes to New 
York as executive supervisor. Louis 
A. Laux becomes general adjuster 
with headquarters at Baltimore. 

In Pennsylvania Donald J. Karl- 
heim becomes manager at Harrisburg, 
succeeding A. R. Gore, who is now re- 
gional supervisor. Frederick Gregory 
becomes manager at Philadelphia, to 
succeed John H. Bracken, who was 
appointed regional supervisor. Charles 
H. Baker and R. B. Heebner Jr. have 
been appointed general adjusters for 
eastern Pennsylvania with offices at 
Philadelphia. 

Carl C. Murphy has been named 
manager at Plattsburgh, N. Y., to suc- 
ceed James I. Mackenzie, who goes to 
New York as manager of the educa- 
tion and research division. 


N. Y. Legislative Group 
To Hold Public Hearing 


The New York joint legislative com- 
mittee on insurance rates and regula- 
tion will hold a public hearing Nov. 9 
at 10 am. at the New York County 
Lawyers Assn. building, 14 Vesey 
Street. The hearing will consider spe- 
cific amendments to the law required 
because of multiple line operations. A 
presentation of the operation of rating 
statutes nationwide will also be made. 


Davidson Heads ISA 


Insurance Service Assn., the organi- 
zation of 48 agencies throughout the 
U. S. which help one another service 
national accounts, at its annual meet- 
ing in St. Louis elected Donald B. 
Davidson, Robert N. Bowen & Associ- 
ates, Indianapolis, as president for the 
1960 term. 
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You perform a welcome service to your business clients and build 
prestige for yourself when you suggest Multiple Coverage— 
combine many policies into one convenient unit. 


Every businessman is a prospect, ready to listen when you explain 
the advantages. Many policies may be included, Automobile, 
Burglary, Plate Glass, Liability, and most Marine Coverages. 


Start today, call on stores, laundries, printers, schools, restaurants, 
dairies—there are hundreds of prospects in walking distance. Need 
more information—just write— 





HOME OFFICE 
385 Washington St. 
St. Paul 2, Minn. 
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7, from these organizations who are among the 
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STEP UP TO HIGHER COMMISSIONS! 


On orders of desirable business that 
develop a minimum premium of 
$300, we pay usual brokerage com- 
mission Plus a BONUS of 5% to 9%! 
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New officers of Illinois Assn. of Insurance Agents, from left, Harry C. Parrish 
Paris, executive vice-president; George J. Nicoud, executive manager and 
secretary (re-elected); Fred O. Waller, Galva, president; H. W. Mullins, Rock- 
ord, state national director; Frank R. Miley, Chicago, chairman; Benjamin A. 
ones, Decatur, vice-president farm affairs, and J. Oliver Orr, Springfield, treas- 





0 Room For Doubt In Director Gerber's 










§ Trying days that lie ahead for busi- 
Hess are not fictional but factual, 
particularly in ref- 
erence to. insur- 
ance, Joseph S. 
Gerber, Illinois di- 
rector, said at the 
annual banquet of 
Illinois Assn. of In- 
surance Agents. 
Long interested in 
the problems af- 
fecting state regu- 
lation, Mr. Gerber 
said he has always 
believed the best 
Joseph S. Gerber government is local 
pnd the greatest tragedy that can befall 
mny nation is a centralized bureaucracy 
hat thinks in numbers instead of 
people. “We regulators are faced with 
he same problems as yours—plus. The 
Hay of reckoning is near, not only for 
your system and of the insurance busi- 
ness but for a way of life. When the 
Ibusiness of insurance loses its local 
omplex, so will go the power and con- 
trol of the wealth of the nation,” he 
Heclared. 


ites New Concepts 


As an indication that there are 
problems in the insurance business, 

e speaker said to think of the vast 
mew concepts of insurance that have 
been formed. Some idea of this may 
be gained from the number of forms 
that pass through the Illinois depart- 
ment, he said. For life and A&S in- 
surance alone, approximately 25,000 
forms will be processed through the 
department by year-end. 

There is also considerable work 
ahead involving new mortality tables, 
Mr. Gerber said. “Unfortunately, there 
is as much disagreement ‘among the 
actuaries on what they hope to ac- 
complish with the new tables as be- 
tween you and the direct writers.” 

Also, many new packages will pose 
a serious problem for survival, he 
sid, and alluded to the auto merit 
tating plan alone which “takes on new 
hues and colors in the states where it 
has been filed as to become almost 
unrecognizable.” 

Turning to rating laws, Mr. Gerber 
brought out the fact that the all-in- 
lusty laws came about when the 
Msurance business felt something had 
‘be done and quickly so federal au- 
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ind On Coming Rate Regulation Hearings 


thorities would not be stimulated by 
inactivity on the rating law question 
in the various states. Even on the 
very completion of the laws, the com- 
mittee admitted that this was not the 
answer to all problems and suggested 
constant study and review to determine 
their adequacy. The rating laws were 
enacted, however, and there are vari- 
ous kinds in various states, he said, 
but most staes, including Illinois, have 
adopted the all-industry laws. 


New Avenues Opened 


New avenues then opened, he de- 
clared. “You all have been experienc- 
ing the results, the main one being 
the appointment of Senator O’Ma- 
honey, as chairman of the senate sub- 
committee to review rating laws as to 
whether they are working to maintain 
free competition. That is the heart of 
the subcommittee. It became neces- 
sary to review the effectiveness of 
state regulation in a number of things, 
and many people were upset.” He 
opined that the senate, under the Mc- 
Carran act, has a perfect right to look 
into and etermine the effectiveness of 
rating laws, and mentioned it was 
about this time that he and other com- 
missioners, including Lawrence Leg- 
gett of Missouri, introduced a reso- 
lution at the NAIA annual meeting 
to ask for a subcommittee to make a 
study of the rate laws and regulations. 


Resolution Adopted 


This resolution was adopted and Mr. 
Gerber is chairman of this committee. 
He said the results will determine if 
rating laws are serving the public in- 
terest and maintaining free competi- 
tion; whether or not certain areas must 
be corrected in regulation laws and 
that the committee’s work will deter- 
mine to a great extent whether the 
states will continue the business of 
insurance in a free enterprise system. 

The first public hearings will be 
held in Chicago Nov. 16-17. The com- 
missioners’ subcommittee will travel 
to other parts of the country, which 
will be necessary to determine if the 
problem is a local one. This will take 
about a year and a half, Mr. Gerber 
believes. 

The subcommitee will also deter- 
mine the nature of the problems which 

(CONTINUED ON PAGE 47) 


Ill. Slate Of Officers 
Elected Unanimously 


Illinois Assn. of Insurance Agents 
has never been noted for its short list 
of officers. In addition to the executive 
officers named in last week’s issue, the 
following were elected: 

Vice-presidents for the 14 regions: 
Sanford H. Lederer, Chicago, region 
1; Robert W. Sundlof, Aurora, region 
2; Robert W. Flock, Sterling, region 
3; Robert Shade, Decatur, region 
4; Jack Gift, Peoria, region 5; Herbert 
F. Siegert, Pana, region 6; Leland R. 
Crank, East St. Louis, region 7; E. 
M. Rolwing, Cairo, region 8; James S. 
Woodworth Jr., Robinson, region 9; Dee 
L. Rodd, Marion, region 10; Albert A. 
Greene, Danville, region 11; Robert L. 
Newell, Ashland, region 12; William 
R. Lyon, Moline, region 13; Thomas 
K. Sprague Jr., Joliet, region 14. 

Chairmen of the standing commit- 
tees are: Charles A. Bryant, Peoria, 
advisory; Robert L. Stafford, Men- 
dota, accident and fire prevention; 
Donald W. Perin, Chicago, automo- 
bile; Andrew Horn, Galesburg, budget 
and finance; James H. Hawk, Peoria, 
casualty, surety and fidelity; E. J. 
Clements, Chicago, conference; Wen- 
dell G. Cleaver, Peoria, education and 
agency management; Benjamin A. 
Jones, Decatur, farm insurance (same 
as vice-president farm affairs); Ar- 
thur Smith, Joliet, grievance; Joseph 
F. Prola, Springfield, legislative; Har- 
ry C. Parrish, Paris, local boards and 
membership (same as executive vice- 
president); William T. McElveen, Chi- 
cago, property insurance; Dudley F. 
Giberson, Alton, public relations. 


WHITFORD TELLS AGENTS: 


Less Self-Discussion 
And New Marketing 
Concept Is Needed 


George V. Whitford, vice-president 
Reliance, opened the third general ses- 
sion of [Illinois 
Assn. of Insurance 
Agents with a talk 
on “The Big M.” He 
urged the substitu- 
tion of this letter 
for the big “I”, the 
former standing 
for marketing, the 
latter for indepen- 
dence. No one is 
really independent 
except the custom- 
er, who is the real 
independent, he 
said. Marketing must be done if there 
are to be real independent agents. 

“Everybody is in the act today and 
everybody has a remedy for our ills,” 
he said. “But we are spending a dis- 
proportionate amount of time talking 
about the business to each other and 
to ourselves and forgetting about the 
customer. If we spend all of our time 
doing this, we are not going to get 
anywhere.” 

The companies engage in similar 
monologues, and neither agents nor 
companies seem to include the cus- 
tomer in their discussions, he declared. 
“We will never be perfect with each 
other and are not going to reach this 

(CONTINUED ON PAGE 47) 
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Convention Provides 
Enough Ammunition 
To Slay Any Dragon 


Cohesive Air Apparent, 
As Is Determination 
To Meet All Comers 


By WILLIAM H. FALTYSEK. 


There was no room left for doubt 
at the Illinois Assn. of Insurance 
Agents annual meeting at Springfield 
of the need for a trade association in 
the insurance business, when Presi- 
dent Frank R. Miley of Chicago con- 
cluded his annual report. He discussed 
a number of events in the business 
which took place in the past year 
needing trade association attention. 

Mr. Miley said that while the as- 
sociation’s licensing bill was not passed, 
“we found out a lot—what to do in 
the legislature, who are our real 
friends, who are our fair weather 
friends and who are against the li- 
censing bill.” , 


Notes Membership Rise 


As to association progress, he noted 
that the membership had experienced 
a net increase of 229 and called upon 
members to keep up the good work as 
well as keep in mind that the asso- 
ciation is composed of agents with a 
number of diverse opinions. These 
must be brought together, crystalized 
and unified, he said. 

Mr. Miley, and any other of the 
association officials who addressed the 
convention, expressed the highest of 
praise for the efforts of the head- 
quarters staff and George J. Nicoud, 
executive manager, who made his de- 
but last year at the annual rally in 
Chicago. The Chicago meeting was 
highly successful and this meeting 
more than pointed up the fact that Mr. 
Nicoud is able to bring off more than 
one “winner” in a row. 

In addition to the resolution on auto 
merit-rating which was reported in 
last week’s issue, the association adopt- 
ed a resolution relative to the unin- 
sured motorist endorsement. In reading 
the resolution to the membership, 
Chairman Charles A. Bryant of Peoria 
pointed out that the association wish- 
es this endorsement to be available on 
an automatic basis on all policies and 
urged the companies and rating or- 
ganizations to accomplish this pro- 
cedure. Insured would be given his 
choice, however, to decline the cov- 
erage. The resolution also asks the 
companies to review their loss expe- 
rience on uninsured motorist cover. 


Urges Licensing Review 


Another resolution urges the insur- 
ance department to review procedures 
being followed in the licensing of 
brokers and agents, and review the 
statute as to in what respects it may be 
revised to serve the business and pub- 
lic to a better end. Also it should be 
the subject of bills in the next legis- 
lature. The association offers its full 
support to the director in this move. 


At the Monday morning member- 
ship meeting, various committee re- 
ports were read. 

Donald W. Perin of Chicago, chair- 


(CONTINUED ON NEXT PAGE) 
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man of the automobile insurance com- 
mittee, said that although bills were 
introduced in the last legislative ses- 
sion for both compulsory auto and an 
unsatisfied claim and judgment fund, 
the public at large and the insurance 


industry “were fortunate that they 
did not become law.” He credited the 
combating of this legislature to the 


administration of the association’s leg- 
islative committee. 

He said the role of the automobile 
insurance committee in the past year 
was to urge the widespread sale of 
family protection coverage and dis- 
tribution of information on this sub- 
ject from the state headquarters to 
the presidents of all local and county 
boards with the request that one full 
monthly meeting be devoted to the 
review of this cover. 

California Plan Studied 


Also, the California safe driver in- 
surance plan was carefully studied 
and presented to the board of direc- 
tors, which suggested that the results 
of the California association be checked 
before any efforts were made to urge 
companies to adopt the plan in Illinois. 
The committee also reviewed before 
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the directors the NAUA and National 
Bureau’s special automobile policy. 

Although this policy has not been 
approved fcr use in Illinois, it was 
thought by the auto committee that 
since the policy incorporates several 
features of a controversial nature, such 
as a short term renewable by direct 
billing from the company, a require- 
ment for payment of premium in ad- 
vance to eliminate flat cancellations, 
a signed application and safe driver 
insurance plan, this study was highly 
necessary. No stand has been taken 
by the association in support of or in 
opposition to the policy. 


Points To Other Bills 


Joseph F. Prola, Springfield, chair- 
man of the legislative committee, 
pointed out that while compulsory au- 
tomobile and UJ bills were defeated, 
a number of bills relating to the same 
general subject were also introduced 
and defeated in committee hearings. 
He warned against complacency about 
the situation, “since the proposals will 


unquestionably be introduced again at 
the next and subsequent sessions. It 
behooves us to take a positive stand 
to present some _constructive sugges- 
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tions to reduce the terrible toll being 
taken on the highways and to reduce 
the exposure to the _ irresponsible 
driver.” 

He added that the association efforts 
to date have been “rather weak” al- 
though a full use of the uninsured 
motorist endorsement or family pro- 
tection coverage would be of signifi- 
cant assistance in “reducing the cry 
for compulsory legislation.” He said 
several of the legislators expressed 
interest in the coverage and volun- 
teered the information that they had 
never been approached by any agent 
or broker about having it added to 
their auto coverage. It does not an- 
swer all the problems connected with 
the uninsured motorist, but, to some 
extent at least, reduces the criticism 
of the insurance industry, he said. 


Need Active Legislative Group 


Mr. Prola urged that the association 
have a more active legislative organ- 
ization to effectuate its policies. ‘““With 
a membership nearing 1,500, we should 
be a most active voice in the inaction 
of proper legislation and in the pre- 
vention of having legislation pass that 
is not in the best interest of the public 
and our business... In many in- 
stances, our plea for help from our 
members fell on deaf ears.” 

He said that in other cases the 
members took so little pains to prop- 
erly identify legislation that their mes- 
sages became ineffective due to im- 
proper reference. He advocated taking 
more pains to read the information 
received from the Springfield office, 
to digest the pertinent points and make 
actual contact with the representatives 
or senators in their respective districts. 
He concluded that the move is now 
in the “works” to establish regional 
committees to supervise the contact 
work necessary during the coming 
legislation session. 


Expresses Concern 


In the report of the property insur- 
ance committee of which William P. 
McElveen of Chicago is chairman, 
concern was expressed that the Mid- 
West Territorial Conference does not 
take up for discussion property in- 
surance policies involving Inland Ma- 
rine Insurance Bureau and Multi-Peril 
Insurance Conference. “In addition, 
the future may well bring an even 
greater number of deviating or non- 
bureau insurers, making it more dif- 
ficult to bring to the attention of the 
insurers the ideas and suggestions of 
member agents, which is of first im- 
portance.” 

William A. Pollard, executive sec- 
retary of the national association, dis- 
cussed “NAIA and You.” Before be- 
ginning his talk he presented Execu- 
tive Vice-President Fred O. Waller of 
Galva (also chairman of local boards 
committee), with two ribbons denot- 
ing the winning of the Connecticut 
Membership Cup award for greatest 
increase in membership of all the 
states, and for being runner-up and 
receiving honorable mention for the 
Sparling Cup. 


Will Maintain Constant Watch 


Mr. Pollard promised for NAIA to 
maintain constant watch that the na- 
tional organization always retains the 
local viewpoint. “We must recognize 
territorial differences and try to help 
everybody; we will not try to stand- 
ardize and give you a form for every- 
thing.” He noted that “we lack ‘cor- 
porate courage’ as an industry and 
we want to supply this for you. 

“We in New York only reflect the 
individual associations,” he _ said. 
“Over-all, we know the backbone of 
NAIA is the state association. He not- 

(CONTINUED ON PAGE 42) 
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Lower Commissions, 
Direct Billing May 
Be On Way: Mullins | = 


If the agency system is to prosper ans 
grow—even if it is to hold its pregey 
leadership in 4 
distribution of jy 
product and sery 
ices, “we mus 
make our apprai 
al of every like 
change on a bag 
which will invohg 
minimum sacrifs 
fices to Ourselvg 
without logp 
sight of the 
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annual meeting. 

He warned the agents that 
must not lose sight of the fact 
the ultimate decisions will be mags 
by those who buy insurance and th 
their decisions will not be on the } 
sis of what the agent thinks best fys 
them but what they believe is best fy 
themselves. Also, price will always ly 
an important factor to the purchag 


of almost any produce or service. } hs 
higher price always requires a greate need ! 
selling effort and in the insurancgie le 
business this applies to each and even} .omin 
renewal policy, he said. The man witif, yni 
a better price has only to convince th propo 
receptive buyer that his product is afice m 
good, whereas the man with the highefrot y 
price has to prove to a reluctant buyefjstor 
his product is superior. a ref 
Need Realistic Position aa 
“Our position on such matters afshoul 
reduced acquisition cost factors, whidbunific 
means reduced commissions, must bf Mr 
realistic. It is imperative that we uwfa lar 
our association influence and _prestigpgalle1 
to protect our interest in this area afmade 
an unselfish basis. If we associate foflegisl 
the purpose of guarding and prom on th 
ing our own interest, then it seemftion, 
unwise to abandon that objective i no 1 
the very important area of commis§mons 
sions and I, for one, firmly believe thifadve: 
our association can discuss the subje} On 
of average commissions—and I emphafthe ; 
size the word  ‘average’—witholgphon 
impairing the sacred right of eacisona 
agent and each of the companies bfthe | 
represents from negotiating  specififmark 
commissions in each separate agency ent. 
contract. Your association  certaill§prop 
cannot benefit you or any agent if this 
is expressively and entirely excludegby p 


from all discussions of this most im 
portant aspect of our business.” 


Favors Cautious Approach 


In the field of direct billing of ew] "| 
tinuous policies, Mr. Mullins opin 
that the agent’s position should be 0 
of cautious and deliberate approa 
but not one of expressed opposition 
“even though we would prefer to 
tain the status quo. I believe that mor 
and more well-informed agents at 
accepting the fact that these change 
are inevitable and will become an & 
tuality as soon as more concrete & 
idence of just what the actual eco 
omies are, and so far as possible, th 
inevitable bugs eliminated before ther 
are adopted too widely and rapidly. 

“Your association should be autho 
ized to act on behalf of its membe 
to see that these changes are made # 
an orderly basis and in such a manne 
that agents ownership of expirations §|_ 

(CONTINUED ON PAGE 40) 
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ions, 


ay 
sli panel sessions covered a great deal 
ns ,gound at the Illinois agents meet- 
TOsper anifing One Of the more unusual sessions 
its preseyfyi this nature included two state sena- 
ip in fyfs and a former state senator, all 
tion of {members of the Illinois association. 
and ser fthese men are Morris E. Muhleman, 
we mus nock Island, former state senator, and 
Ur apprailfsenators Richard R. Larson, Galesburg, 
very like and Dwight P. Friedrich of Centralia. 
On a bas Joseph F. Prola, Springfield, chair- 
vill involpdman of IAIA legislative committee, 
M sacrifeved as moderator. Six questions 
) OUrselyaf were put to the senators by Mr. Prola 
Ut losingirelative to factors in influencing legis- 
f the fapitors to get behind a bill. These were 
ir primar§oublic interest, party interest, finan- 
n has tohgcial support of candidates, mass con- 
IT Customfstiuent pressure, one legislator help- 
ational qj ing another, and group interest. 
snts at thf Itwas the consensus of the panelists 
that high among these factors is public 
that interest, the greatest good for the 
> fact thfereatest number. They said the mass 
1 be maggconstituent pressure is “mostly over- 
© and tharated.” All answers by the senators 
on the ffwere completely forthright and in 
<s best fopsome instances quite emphatic. 
is best fo 
always by 
purchase} Mr. Muhleman advised anyone com- 
service, ing to the legislators to have a real 
S a greatefneed for their bill—or its support will 
INsuranc#pe less than doubtful. Also, anyone 
and evenfoming to Springfield should do so as 
> man witif, unified body. He said a good bit of 
mnvince bf proposed legislation is lost in commit- 
oduct is afiee meetings because the sponsors are 
the highefnot unified in their wants. The legis- 
tant buyefistor who is put in the position of being 
areferee will definitely balk. Decide 
what is wanted in advance. A lot of 
legislators will not take the stand they 
matters afshould take on a measure if there is no 
tors, whidfunification by the interested parties. 
s, must bf Mr. Prola brought up a case in which 
lat we wa large number of people packed the 
1d prestigfzallery during a hearing of a bill and 
is area oj made themselves noticeable to the 
sociate faflegislators. He questioned the senators 
id. prom on their feelings of such a demonstra- 
it Seem tion, and the general thinking was by 
jective i no means uncertain that such a de- 
f commis{monstration would have a definitely 
elieve théfadverse effect. 
the subjef On the relative merits of contacting 
dT emph the senators by sending telegrams or 
>’—withow§phoning, Mr. Larson said that a per- 
t of eatgsonal visit not at Springfield but in 
npanies My the home district of the legislator, is a 
ig specilifmark of the sincerity of the constitu- 
ate agenggent. Also the salient points of any 
certaln proposed bill can be brought out at 
agent if this time much more effectively than 


y exclude ty phone or a mad rush to Springfield 
; most im 
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a] Sessions Cover Considerable Area 
60th Annual Rally Of Ill. Agents 


at the last minute. A phone call at 
home is also effective, but Mr. Larson 
doubted if it would be nearly so ef- 
fective in Springfield, since there is 
such a great pressure for time. Tele- 
grams from constituents are also ef- 
fective, he said. 

On this point, however, he noted 
most strongly that sterotyped tele- 
grams, or printed letters are practical- 
ly a waste of time. They should show 
sincerity and genuineness and have 
to do with the bill. Also, letters from 
individuals instead of a local board or 
association carry much more weight, 
he added. Personally, he insists that 
the writer of the letter knows what 
he is talking about and not parroting 
the wording of someone else. He ad- 
vised the writers of letters to know 
what they are talking about and what 
they want and what the bill does. He 
“just out of perversity” has answered 
letters from some people who obvious- 
ly were parroting information and 
demanded from them just what they 
didn’t like about a certain bill. 

The senators all said they welcome 
help on the contents of bills, as there 
is so very much to digest in the line of 
bills during a legislative session, but 
again they demand that the sponsors 
know exactly what they are trying to 
get done. 

In answer to another question, Mr. 
Muhleman, said he favored introducing 
a bill into both houses simultaneously. 
If the bill gets sidetracked in a com- 
mittee, there would still be action on 
the other side of the legislature. 


Timing All Important 


As to entertaining the legislators 
with cocktail parties and the like in an 
effort to become better acquainted, the 
thinking was that timing on such af- 
fairs is all-important. During the legis- 
lative session the law makers are 
invited to a considerable number of 
these affairs and chances are better 
than even that at the end of the week 
they cannot say who gave what party. 
Also, if these parties are given by 
virtual strangers, the impression is 
given immediately of insincerity. “This 
Johnny-Come-Lately is obviously seek- 
ing last minute attention.” It was 
suggested that any entertaining or 
parties be given later in the nature of 
a “thank-you.” 

The panelists remarked that if the 
legislators meet people in their own 
neighborhood and become acquainted, 
a visit later to Springfield will be 

(CONTINUED ON PAGE 46) 
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Camera Shots Of 
Personalities At 
Illinois Agents’ 

Annual Meeting 


ILLINOIS AGENTS’ CONVENTION 





Fred O. Waller of Galva, executive 
vice-president of the Illinois associa- 
tion, left, presenting the William H. 
Jennings Jr. membership cup to Dee 
L. Rodd of Marion. 





Members of the public business panel at the local board workshop: Fred O. 
Waller, Galva, executive vice-president, who presided at the session; Edward 
F. Sasek, Alton; E. H. Rossow, Rock Island; James H. Hawk, Peoria; G. C. Mo- 
chel, DuPage County Assn., and Alvin J. Schied, Peoria. 





Anton J. Valukas, assistant claims 
manager Employers group, Chicago, 
and Charles A. Bryant, association 
chairman, who presided at the first 
general session, at which Mr. Valukas 
was one of the speakers. 





Carl E. Price, president Alton associ- 
ation, left, receiving Maryland Casualty 
achievement award fer local boards 
from John P. Keevers, the company’s 
resident vice-president at Chicago. 





Members of the panel on how to treat with legislators: Morris E. Muhleman, 
Rock Island, a former state senator; Joseph F. Prola, Springfield, chairman IAIA 
legislative committee; Sen. Dwight P. Friedrich, Centralia, and Sen. Richard R. 


Larson, Galesburg. All of the senators are members of the Illinois association. 
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Chicago dignitaries of the Illinois association at the Springfield mee 


William T. McElveen, chairman property insurance committee; Emil L. 
chairman conference committee, Frank R. Miley, president; Lyman M. p 
and Lawrence R. Fisher, president Chicago Board of Underwriters. 


Father and son panel—Front row: Lewis W. Shade, Decatur; N. McCulloy 
Winters, Quincy; Peter Lardner, Rock Island, moderator; Emil L. ; 
Chicago, and J. Spencer Woodworth. Back row: Robert L. Shade, Richard 
Winters, Sanford H. Lederer, and James S. Woodworth Jr. (The fathers z 
seated.) 





Arey Tells How To Use Selling Tools 


Starting off the second general ses- 
sion of the three held during the II- 
linois agents’ meeting was T. W. Arey, 
agency superintendent Springfield 
F.&M, Chicago, who gave a fast-mov- 
ing delineation of “Selling Tools.” He 
remarked that no tools are any good 
unless put to use and went on to 
describe three types of salesmen—the 
service type, whose customers have a 
“built-in” need, who required little or 
no imagination; the negotiation type, 
which calls for little more thinking, but 
the prospect has already decided he is 
going to buy—simply from whom. This 
type of agent gets a little bigger in- 
come because his job takes a little 
more imagination. The third type is 
the creative salesman who exposes 
the need, which takes a great deal of 
imagination but also has the biggest 
returns. 

Mr. Arey said the insurance sales- 
man may well be a combination of all 
these types. He put direct writing 
salesmen in the service type category, 
simply selling price only. “If you sell 
price you will defeat your purpose as 
an independent agent, he said. “You 
must be creative salesmen.” 

The speaker said the impact of the 
current “population explosion” will 
mean a great deal to the agents if they 
work at it and told them to be 
ready for this new market and plan 
for it. Here is where imagination 
comes in at its very best, he said. He 
listed the progress direct writers made 
by answering the call of a mass mar- 
ket “with imagination and courage” 
and pointed out that their business is 
now about 90% automobile. But “a 
snowball effect is expected in all lines. 
These companies won’t go away if you 
simply put your head in the sand, but 








we must solve the problem togethd 
and recognize we are changing from 
line-oriented type of industry to 
customer or public oriented industry 
We must recognize this and face ty 
change.” 

To be a great salesmen Mr. An 
said that three steps are necessary 
interest the customer, show him tj 
need and persuade him to act no 
“This includes showing the _ prospej 
why he should listen to you; she 
him what you have, and use vis 
material anytime possible; tell 
‘who says so,’ who you are and s0 
of the accounts you already have; t 
him who bought it, naming other cu 
tomers, and convince him what 
gets out of it.” 


Little Chance To Fail 


Mr. Arey said if these questions 
answered satisfactorily in that 0 
there is little chance to fail. Selling 
simply organization, and the sales ma 
terial is only as good as the timef 
takes to prepare it. 
After the customer has been gIvé 
every reason why he should buy, ® 
agent should then without hesitate 
ask for the order and not be afraid! 
close. And he should ask for the ord 
with the expectation that he will # 
it. He said the three things that wi 
stop the prospect from buying 1s ® 
ertia not to buy, reluctance to ma 
a decision and fear of consequen 
for spending the money and for Wi 
To offset this condition, Mr. AM 
advised “keep dangling the benefits® 
front of the customer.” Insurance # 
ing is a “nautral’, since it offers 0? 
of reward and fear of consequer 
The cost is small and _ benefits 4 
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ted. Other broker representa- 
at the hearing supported Mr. 
y's advocacy of higher limits. 
ever, Richard C. Wagner, assist- 
eral manager Assn. of Casualty 
ty Companies, vigorously op- 
the move. He pointed out that 
limits under the AR plan than 
for those normally insured would be 
m incongruity. AR limits countrywide 


not exceed those under financial 
ibility or compulsory laws. 
Harwayne of the department 






































raised this point in a question 
at Mr. Danahey. 

Moreover, Mr. Wagner went on, the 
nCCUME atrocious experience in New York un- 
MS der present AR limits might be great- 
ly magnified if they were jacked up. 
He said that many risks were assigned 
pecause of accident and conviction re- 
cords and now the business is being 
asked to furnish even greater protec- 
77 tion to such insured. 

Mr. Danahey wanted to know if the 
company opposition would change if 
the higher limits were applied only to 
¥ 
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clean risks. Mr. Wagner observed that 
there is a lot of talk about clean risks, 
giving the impression that they are 
simon-pure, but a spot check by Na- 
tional Bureau had revealed that ex- 
perience on this class under the AR 
plan was even worse than on sur- 
charged risks. Many younger drivers 
are put in the clean category, he 
pointed out. They have no record, but 
it is not long before they get in trouble. 
Debate on the question ended with 
Mr. Cantor’s reiteration that the de- 
partment is working on the problem. 


Licensing Controversy 


Controversy arose over a proposal 
to amend the law to permit those 
licensed as independent or public ad- 
justers for at least one year to apply 
for a broker’s license, in line with such 
permission for those employed by an 
insurer, agent or broker. George H. 
Ort, executive vice-president of Insur- 
ance Brokers Assn. of New York 
State, made several futile attempts to 
draw from Mr. Cantor the name of 
the sponsor of this proposal. Failing to 
do so, Mr. Ort stated that he didn’t 
think the hearing should be used as a 
trial balloon by those proposing meas- 
ures and not showing up to discuss 
them. He proceeded to call the propo- 
sal one of special interest. 


Would Lower Standards 


Mr. Ort said the change would low- 
er present standards for broker quali- 
fication. Mr. Cantor asked him why 
independent adjusters should not be 
given equal rights under the law with 
company adjusters in respect to li- 
censing. Mr. Ort said he wasn’t de- 
fending the present law, and perhaps 
it was inadequate. 

George I. Gross, advisory counsel to 
New York Assn. of Independent Ad- 
justers, said that group took no posi- 
tion on the proposal, but noted that 
members feel it raises a question of 
conflict between the interest of bro- 
kers and the independent adjusters. 
He said he was puzzled by the motive 
behind the proposal. Mr. Cantor said 
it was made to equalize the rights of 
the independent and company adjust- 
ers with respect to license broker ap- 
plication. 





Continental Casualty Has 
Group Office At K. C. 


Continental Casualty has added a 
general group office to its Kansas 
City branch. William Meyers has been 
appointed regional sales manager. He 
began in insurance in 1952 and joined 
Continental Casualty as a special rep- 
resentative in 1956. 


Schwenk Named Special 


W. G. Schwenk has been appointed 
special agent in Cook County for Na- 
tional Fire. Mr. Schwenk joined the 
company in 1949 as a farm underwriter 
and later supervised underwriting in 
Des Moines. In 1956 he was appointed 
special agent in Northern Illinois and 
in 1957 was transferred to the southern 
Illinois field. Since October of last year, 
Mr. Schwenk has been in the Chi- 
cago office as marine examiner. 


Begin Building New Home Office 

Construction has started on the 
home office of Poulsen Ins. Co. at 
Park Ridge, Ill. The building which 
will contain 20,000 square feet of floor 
space, is scheduled for completion 
next spring. 
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her AR Limits Debated At Hearing Of N. Y. Department 


Henry H. Abrams, representing 
Brooklyn Insurance Brokers Assn., 
identified his group as the sponsor of 
a proposal on the agenda which would 
increase qualifications for brokers’ li- 
censes. It would require 180 hours of 
classroom work, instead of the present 
90, apprenticeship with a licensed in- 
surer, agent or broker for at least six 
months after completion of required 
study, and evidence of high school 
graduation or its equivalent. He said 
that his group vigorously seeks this 
measure after “seeing what’s coming 
into the business.” 

Other spokesmen at the hearing, 
however, dismissed the proposal as a 
hardy perennial which never blooms. 

Another proposal would require ex- 
cess line brokers to produce written 
declinations from three authorized in- 
surers actually writing the coverage 
in question before they would be per- 
mitted to place such lines with un- 
authorized insurers. Mr. Cantor drew 
a sharp distinction between insurers 
“actually writing” and those merely 
authorized to write such coverage. 


39 


Mr. Gross stated that Superintend- 
ent Wikler had appointed a special 
committee more than a year ago to 
study excess lines. As chairman of that 
committee, Mr. Gross noted that it had 
come up with certain principles which 
it had submitted to the department 
He understood that some action was 
to be taken on the committee’s sug- 
gestions, but to date they are still 
pending in the department. 

In nine months of committee meet- 
ings, Mr. Gross pointed out, no one 
had come up with anything like the 
proposal before the hearing with re- 
gard to excess line brokers. He said 
it was not feasible, completely im- 
practical and fraught with danger. He 
suggested that it be referred to his 
committee for study. 

General approval was voiced by 
those at the hearing on a proposal to 
include a nuclear exclusion clause in 
the standard fire policy and to permit 
insurer adoption of such risks by en- 
dorsement. 

In addition to Mr. Cantor and Mr 
Harwayne, Raymond Harris, deputy 
superintendent and counsel of the de- 
partment, and Solomon Bendet, prin- 
cipal examiner of its complaint bu- 
reau, were on the dais. 





No. 11 in an enlightening 
series of 12 Broker- 
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ANICO SALES LEADERS 


Family Policy. 
$10,000 minimum special. 
$25,000 minimum special. 
Life with Family Income 

to age 65. 
Income Conversion Rider. 
Annuities. 

All forms of A&H. 
Complete line of 
mortgage protection. 
Pre-Authorized Check Plan. 
Gtd. Issue on Pension and 
Profit-Sharing plans. 
Family Income Term Policy. 
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Red-Eyed Secretary-Snapper 


It’s not Miss Zinn’s fault that he lost the prospect. She tried to 
tell him about ANICO’s complete line of competitive plans and 
unique specials. Have you checked with ANICO? 


OPENINGS EVERYWHERE IN 

TERRITORY FOR REPRE- 

SENTATIVES, BROKERS AND 
SPECIAL BROKERS 


Inquiries about these or other openings for 
those with special qualifications and experi- 
ence will receive prompt attention and answer. 


For information address: 
COORDINATOR OF SALES 


AMERICAN NATIONAL 





HALF BILLIONS OF INSURANCE IN FORCE 



















Agency Supt. 
W. E. DANDRIDGE 


Long Island 
ROBERT ZMOOS 


Hudson Valley 
HEMRY KOTZEN 
UPSTATE 
W. C. VAN VECHTEN 
Manager 
10 Gibbs St. 
Rochester 4, N.Y. 
Special Agent 
WILLIAM D. WILLIAMS 





































PieNATIONAL UNDERWRITER 


Are you getting 


your share 


of the profits? 


Public service has shown a steady growth over 
the 35 years it has been serving the public. This 
growth has come as a result of our support of the 
American Agency system, a liberal commission 


as well as an attractive dividend and deviation 


arrangement. Another factor has been the sound 
financial status of the company and its reputation 


for speedy and sufficient service. 


20% DEVIATION 

General Liability All Forms 

15% DEVIATION 

Fire and Allied Lines 

10% DEVIATION 

Auto liability, other than private vehicles 


DIVIDEND PAYING 
Workmen’s Compensation 


our deviation arrange- 


ment and liberal 
commission make 


easier to sell. 


MUTUAL INSURANCE CO. 

35 years of public service 

HOME OFFICE 

10 Columbus Circle, New York 19, N.Y. 


Deviations and Dividends Shown for New York State... for other States write New York Office 


Public Service insurance 
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H. W. Mullins Says Reduced Commissions, 
Direct Billing May Be Forthcoming 


(CONTINUED FROM PAGE 36) 


adequately protected. This should in- 
clude preparations by your association 
of proper and satisfactory wording of 
agency contract amendments to pro- 
tect our interests. 

“If, through use of electronic equip- 
ment involving direct billing of con- 
tinuous policies, preparation of new 
policies and renewals, which now re- 
quire up to one-half hour of an em- 
ploye’s time, can be done in a fraction 
of a second, then our efforts should 
be directed to finding ways of enjoy- 
ing these improved methods and in 
not blocking their adoption.” 


Questionnaire Backs Up View 


This thinking on direct billing was 
also backed up rather largely in a 
questionnaire sent to the agents. The 
results were read at a panel session 
during the meeting and 256 yes replies 
to 40 no’s favored some type of direct 
billing. However, during the open dis- 
cussion following the panel there were 
several frenzied speeches to the effect 
that if the companies were allowed to 
do direct billing, the agency system 
was definitely on its way out. Strange- 
ly enough, with all of the evidence in 
the association itself pointing to direct 
billing, these remarks were met with 
considerable applause. 

The thinking in some quarters would 
seem to be that something needs to 
be done to combat the direct writers 
and the companies should do every- 
thing they can for the agents except 
to ask them anything that would in- 
volve a compromise involving their 
“traditional function.” 

The reply to this attitude from a 
number of others speaking out at the 
session indicated that if through the 
mere fact that a company were to bill 
an agent’s customer the customer 
would promptly leave the agent in the 
lurch, he wasn’t a real customer in 
the first place. More work is needed 
on the agent’s part to make him a cus- 
tomer. 

Mr. Mullins in his report also urged 
the support of the national associa- 
tion’s advertising program, since it is 
probably an accepted fact that “our 
price for insurance will always be 
higher than that of the direct writers. 
A strong, aggressive advertising pro- 
gram at both national and local levels 
is one of the most effective means of 
convincing the public that our product 
is worth the difference.” 

Mr. Mullins named factors which 
in his opinion would always put a 
higher price on the agency company 
type of insurance as compared with 
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the direct writer and said since 
is and always will be one of the Mog, 
important and probably the most j 
portant single factor in the eyes of 
insurance buyer, “it certainly beh 
us to keep this price differentia] toy 
minimum and through superior sery. 
ice, aggressive advertising and ey 
other means available, convince the 
insurance buyer that with Whateyg 
price differential remains, our Produ 
still gives him more for each premiyp 
dollar than he gets from the dingy 
writer.” 

The suggestion was also made 
the speaker that since more and mop 
company associations and bureaus ay 
being discontinued and merged to ere. 
ate national organizations instead 
state and territorial organizations, th¢ 
agents would probably find it wise char 
look more and more into their ows Mut 
national association to take over a. Tach 
tivities which in the past had bee Geo 
handled at a state and territorial leyg o 

“We should continue to retain even who 
possible grass roots contact, but I be 
lieve future emphasis will be for jp. 
creasing responsibility at the national 
level. Here also we must be flexibk 
enough and broadminded enough t 
accept changes which are beneficial 
to our business as a whole ... Ow 
association can and should be effectiye 
in helping shape these changes so that 
our interests are protected . . . Agents 
and the companies they represent 
must make every effort to work har- 
moniously together in solving our com- 
mon problems. These solutions prob- 
ably will involve considerable give ani 
take on the part of each, but let u 
not seek to adhere so closely to tradi- 
tion and oppose change as to impair 
the continued success of the agency 
system.” 


Austin Raised In Ga. 


Aetna Fire has advanced David 
Austin from state agent to manage 
at Atlanta. He joined the company ip 
1954 at Winston-Salem and was trans- 
ferred to Atlanta in 1958 as associate 
state agent. 





















































N. H. Recognizes Agent 

A certificate for 30 years of contin- 
uous representation of New Hampshire 
was presented recently to Miss Caro- 
lyn E. Lucker, local agent at Wester- 
leigh, N. Y., by Secretary Frank M 
Fisher and State Agent William 2 
Chandler. The presentation was fol 
lowed by a luncheon at Richmoné, 
me. 





Profits and Progress 
ahead of you... 
Sound Management 
behind you... 


¢ Competitive rates and. 
_ commissions « Progressive 
_ underwriting « Specialty 
coverages © Tailor-made 
contracts in Experience 
_ Credit automobile, dwell- 
_ ing package policies, and 
| accidental death and dis- 


Member Colorado Insurance Group . ‘ 


EQUITY GENERAL 
INSURANCE COMPANY 


Home Office 
Colorado — Insuranc ( i 
Colorado. Phone H rest 624 G 
contracts still available in som 


CALL, 





Multiple line specialists writing an 
through American Agency System. bri 
We offer merchandising plus versa- 
tility in coping with present-day 
problems in the industry. 
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At the annual conferment exercises in Atlanta of Georgia chapter of CPCU 
are Rutherford L. Ellis, chairman of Southern General, who discussed company 
problems; Kenneth O. Force, executive editor of The National Underwriter, 
who spoke on “This Changing Insurance World;” Kenneth Black Jr. of Georgia 
State College, who was master of ceremonies; Louie E. Woodbury of Wilming- 
ton, N. C., past president National Assn. of Insurance Agents, who gave the 
charge; Robert A. Rennie, vice-president in charge of research of Nationwide 
Mutual, who discussed multiple line marketing innovations; Commissioner 
Jack Cravey of Georgia, and James R. Westlake, Atlanta agent, president of the 
Georgia CPCU chapter. 

Other speakers on the program were George M. Erwin, local agent of Atlanta, 
who discussed the producers’ problems, and Robert W. Strain of the Texas 
department, who talked on all lines marketing innovations. More than 400 at- 
tended the meeting. 


Mich., Ohio Move Against Kroll Group, 
Attempt To Liquidate Michigan Surety — 


(CONTINUED FROM PAGE 1) 

of Insurance Commissioners has just bail bonds, of which the company has 
completed an examination of Michigan been a heavy writer. The long-haul 
Surety, with four states cooperating. trucking volume of the company was 
The result, he is quoted in Cincinnati also substantial. 

daily newspapers as saying, shows the Mr. Kroll is quoted in the newspa- 
Lansing insurer to be “hopelessly in- pers as stating that he is being “black- 
solvent.” Pleadings filed in the case mailed” by the Michigan department. 
charge that Agency Corp. of America Charging that the department is using 
has commingled “deposits in the technicalities to disallow company as- 
amount of $458,695, for which Michi- sets, he is quoted as stating, “We have 
gan Surety is liable as a fiduciary had a difficult situation with the state 
pledgee with its own general cash ac- of Michigan ever since we bought the 
counts, and further diverted such company (March, 1956) because they 
funds in substantial part to other wanted a Michigan firm to have it. In 
Kroll-controlled entities.” The funds meetings with the department we have 
for which Michigan Surety is liable asked them if there was anything we 
as “fiduciary pledgee” are believed by could do and they said, flatly, ‘no.’ 
observers to consist of collateral on We even offered to add $1 million to 
the firm’s capital, but they wouldn’t 
listen.” 

Commissioner Frank Blackford of 
Michigan has been prevented from 
commenting on the case by a supres- 
sion order obtained from the Ingham 
County circuit court. Mr. Blackford 
said it was the first such use of a gag 
order by a Michigan court to his 
knowledge. He said the order, how- 
ever, effectively prevented him from 
making any disclosures or comments 
relative to Michigan Surety’s status. 

The company was purchased a few 
years ago by Mark Kroll. Little has 
been disclosed in Michigan relative to 
operations since that time. 


Mr. Kroll is also quoted as stating 
that the action is directed at himself 
personally. “If I would resign and get 
out,” the newspapers quote him, “this 
would not happen, but I’m not about 
to run. We will demonstrate in court 
that Michigan Surety is more than 
solvent.” 

Mr. Kroll was out of town when ap- 
proached by THE NATIONAL UNDERWRIT- 








Phelan President, Dunn 


Mass. Agents’ Director 

Francis W. Phelan of Cambridge 
was elected president of Massachusetts 
Assn. of Insurance Agents at the an- 
nual meeting at Boston. He succeeds 
Clifford A. Dunn of Fitchburg who 
was named state national director. 
Edgar C. Cook of Weymouth and 
Frank H. Doane of Northhampton 
were elected vice-presidents. 

New directors are George A. Win- 
chester of Worcester; Arthur B. Fair 
of Natick; Archie J. Agan of Westfield, 
and Robert G. Dowling of Hyannis. 

Officers for the advisory council of 
the association were also elected at the 
meeting. They are Paul Devine of West- 
field, president; Leo Glickman of 
Fitchburg, vice-president, and Edward 
Merrill of Winchendon, | secretary- 
Weasurer. Stanley Karmer of Haverhill 
and Frederick J. England of Cam- 


bridge were appointed to the executive 
committee. 





PRITCHARD AnpD BAIRD 


123 William St., New York 38, N. Y. 
Phone WOrth 4-1981 
REINSURANCE 


CONSULTANTS AND INTERMEDIARIES 
"We Are What We Do” 














HeNATIONAL UNDERWRITER 


ER. No one in the Cincinnati headquar- 
ters of his organization would make a 
statement. 


Heads Other Companies 


In addition to the Michigan Surety 
and other organizations mentioned 
previously, Mr. Kroll heads Ins. Corp. 
of America, an Indiana concern, Pan- 
American Surety of West Palm Beach, 
and a recently formed life company, 
North American Equitable Life As- 
surance Co. 

For a time, Mr. Kroll also had the 
old Highway Ins. Co. of Chicago un- 


4) 


der his wing, he being the party who 
took the company off the hook when it 
was staggering under the impact of an 
embezzlement of a very substantial 
portion of its assets. Subsequently Mr. 
Kroll sold the company back to the 
original owners, a group depleted by at 
least two by that time, and Highway 
became Metropolitan of Chicago, 
which is now under full steam and 
just a short time ago had an open 
house in its home office to show off 
to a large number of friends, agents, 
etc., the newly remodeled and redec- 
orated quarters. 
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Underwriters’ Labels identify Lexsuco 
Vapor Barrier and Lexsuco Adhesive 
R907T —the only products of their 
kind to bear this well known label. 
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Lexsuco gives you: 

e Assured Fire Protection 

¢ More for Your Roofing Dollar 
« Lower Insurance Premiums oe 











Noncombustible Standard met by Lexsuco Vapor Barrier 
and Lexsuco Adhesive R907T. Underwriters’ Label granted. 


@ Underwriters’ Laboratories, for the first time, has tested and accepted 
a roof vapor barrier and adhesive. Extensive tests proved that the 
Lexsuco Vapor Barrier and Lexsuco Adhesive R907T meet the non- 
combustible standards established by the National Fire Protection 
Association and the National Board of Fire Underwriters. 


Contact your distributor or Lexsuco representative for infor- 
mation and the Underwriters’ Report, or write to us direct. 
Ask about THE NEW LEXSUCO PVC WATERSTOPS. 


LEXSUCO INC. 





STOP! 


TO ALL INSURANCE COMPANIES 
IN THE UNITED STATES 


LOOK! 


If your firm has been searching for an inspection company that 
will meet your needs in QUALITY, COST and TIME Service on 


Engineered Application Niineneihasiinde’ ae ¢, eee nenaat 
BetterRoof Construction == cee a i ala 
" 


LISTEN! 





an individual and personal basis for all types of inspection re- 
ports, for the states of Illinois, Indiana and Michigan, its 
ILLINOIS SERVICE BUREAU, INC. 





competent inspectors. 


LISTEN: 





QUALITY—This is the most important facet of our report and 
it pays off to our clients in fewer losses, because of better and 
more selective underwriting. , 
TIME—Rapid transmission of information to the underwriter 
is accomplished without sacrificing QUALITY by our central 
control system entwined with the use of highly trained and 


COST—Controlled overhead, eliminating waste, produces a re- 
port that pays for itself by increasing premiums in misclassifica- 
tion and weeds out undesirable risks that produce your losses. 


We number among our clients the finest names in the insurance 
industry. Let us add your company’s name to this list. Do this 
NOW by contacting ILLINOIS SERVICE BUREAU, INC., 209 





you in many ways. 


209 West Jackson Blvd. 





West Jackson, WA. 2-3743, Home Office. It will take only a few 
minutes of your time to make a telephone call or write a letter 
to us to take advantage of our inspection service that will help 


ILLINOIS SERVICE BUREAU, INC. 


WAbash 2-3743 


Chicago 
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MeNATIONAL UNDERWRITER 


Ill. Agents Provide Enough Ammunition To Slay Any Dragon 


ed that one of the important functions 
of the national association is to pro- 
mote company and agency relationship 
and to work with bureau people. 
“They must be convinced how valu- 
able the agent is and that they cannot 
just toss you a lifeline. It is our func- 
tion to make them understand that 
this is a two-way street. You don’t 
have to roll over and play dead, but 
you can form a partnership, so to speak, 
with the companies.” 

Mr. Pollard suggested companies 
must know the need for bringing in 
new blood and that a financing ar- 
rangement must be worked out. He 
detailed various functions and depart- 
ments of the national association and 
concluded on the note that the asso- 
ciation agents write about one-half of 
all the fire and casualty business to- 
day. It represents a big and powerful 
segment of the business and must act 
that way. This calls for giving and 
taking on both sides, the company and 
agent, he said. 


Discusses Proper Cancellation 


Anton J. Valukas, assistant claims 
manager Employers group, Chicago, 
discussed the proper cancellation of 


an insurance policy. There is more to ~ 


this than meets the eye, he said, and 
gave a number of Illinois court deci- 
sions on policy cancellations. 

Some of the very important factors 
in policy cancellation deal with a letter 
of intent which states positively and 
affirmatively that the policy expires 
—gives the number of days and the 
like. In the mailing of the letter alone 
there are a number of factors to be 
considered, the main idea being that 
it must be received by the insured 
with practically no room for doubt. 
He believes that a registered letter 
calling for a receipt is possibly the 
best method. 

Also concerned is the matter of re- 
turn of unearned premiums. How this 
is handled also enters into the courts’ 
decision on intent of cancellation, Mr. 
Valukas said. This is handled in a 
number of ways and practically no set 
rule 


merits. 
Generally speaking, he said, the Il- 


linois courts will follow policy condi- 
tions and certainly written notice [JAW pr . 


With the certified registered mail and 
return receipt, the burden of proof is 
then easy to carry in case of a lawsuit. 
He noted that proper proof of mailin 
in Wisconsin makes cancellation ef- 
fective. He advised the agents them- 
selves or someone in their office to 
have a working knowledge of what 
constitutes proper cancellation. 
“Proper cancellation of a policy can 
eliminate needless litigation, but there 
is no hard and fast rule. As long as 
there is a margin for human error the 
problem will exist,” he declared, and 
warned that in any ambiguity the pol- 
icyholder usually wins the lawsuit. 


Hold Two Breakfasts 


tomary simultaneous farm agents and 
large lines breakfasts. Speaker at th 
latter was Patrick J. Leen, McGee a] 
Co., Chicago, who discussed the St. 
Lawrence Seaway and new sales op- 
portunities. The discussion centered 
in ocean marine cover. Lawrence R. 
Fisher, Chicago, president of the Chi- 
cago Board, presided at this meeting. 
At the farm agents’ breakfast Ben- 
jamin A. Jones, Decatur, vice-presi- 
dent farm affairs, presided. Dean E. 


That’s 


is possible to cover how it “Tur 
to be done. Each case stancs on its own 


Every loss can lead 
to new premiums for agents 


(CONTINUED FROM PAGE 36) 
Matthews, Ashland, Kan., discussed 
sales aids for rural agents. He said 
the problem of the rural agent is to 
convince the farmer that he must 
bring up insurance to value on out- 
buildings, as well as small dwellings 
and growing crops. 

Mr. Matthews’ method is to make 
a complete survey, including pictures, 
of the property and then make the 
presentation to the farmer. The sur- 
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of The Home Insurance Company 
The final day began with the eus-W)th this new fully integrated 
oss-claim kit. 
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vey is made up into an attractive book- 
let and he stresses to the farmer how 
much it would cost him to replace 
under-insured buildings and the like 
with capital instead of with insurance. 
He demonstrated the various points 
during his lecture with color slide 
films showing each step of this highly 
successful method which he has em- 
ployed for a number of years. 

At the general session that day, 
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Gene Dorsey of the East St. Louis Jow 
nal and Herbert Darton, WHBF-p,,.§ of 
& TV, Rock Island, discussed « Ting 
tive Advertising.” That afternoon .§ find 
addition to the automobile pgp fi 
George Whitford, vice-president py tte 
ance, discussed “The Big M” ang af 
O. Pearson, editor Rough Notes, ‘ Ps 
Your Buried Treasures.” exa 
Mr. Pearson told the agents inst 
they are on the threshold of one of th N 
most prosperous periods of their «| | 
reer and predicted a 50% increase , 
business all around. He said there ay 
dark clouds ahead, “but your measyy 
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of success will depend on your will- 
ingness to adjust. You will have to 
more efficient methods in your 
M, i sfices.” He called this “the buried 
one treasures.” He also stated that mar- 
ginal agencies will be forced out of 
business and suggested that the agents 
“§ examine the efficiency of their offices. 
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gents ¢ Install New Officers 

t one of ti New officers were installed at the 
f their q of this meeting rather than at the 
INCcrease jy quet that evening. Installation was 







d there af nade by Joseph Ross of the Illinois in- 
surance department. 
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HOME 


Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 
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James O. Orr Jr. of Springfield was 
the convention’s general chairman. 

Joseph F. Prola of Springfield, a 
past president, as well as past prac- 
tically every executive office in the 
association, was presented at the 
concluding banquet with the C. M. 
Cartwright Merit Award. Levering 
Cartwright of Cartwright, Valleau & 
Co., Chicago, who was unable to at- 
tend the meeting, delegated the pres- 
entation of the award to W. H. Red- 
eker of Centralia, also a past president 
and holder of most of the official posts 
in the Illinois association, who last 


year was the Cartwright award win- 
ner himself. 

Two side activities at the meeting 
were very popular drawing cards— 
free disposal of silver dollars by the 
Don R. Jensen & Co. agency, and a Gay 
’90’s Party by G. A. Mavon & Co. 
agency, both of Chicago. 

The Jensen agency had distributed 
keys to those registering, a number 
of which fitted a padlock on a chest 
containing silver dollars. The ones 
whose keys fit the lock were rewarded 
with a foil-covered packet inside the 
chest containing six silver dollars. 





New Home Kit tells “How to Do It” — 
aps out the procedure to follow—step by step. 


You can’t always prevent your customers from 


having losses—but here’s the next best thing. 


With the new Home “‘loss-claim” kit you can 


dramatize the need for insurance, demonstrate the 
value of your own services. It shows you how to 


use the spotlight of public interest to carry your 
selling message. See your Home fieldman or write 
to the Advertising Department of The Home 
Insurance Company for your kit. Keep it ready 
for the day when it can help turn losses into 


profits for you! 


Susnrance Company 


Property Protection since 1853 
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Needless to say, the Jensen hospitality 
suite received its full complement of 
visitors. 

The Mavon party, complete with 
music and entertainment, steins and 
beer by the barrel, old time derby 


hats and paper mustaches, drew a 
crowd of about 500. 
The evening’s entertainment and 


dance music at the banquet was fur- 
nished through the courtesy of Millers 
National, Illinois Fire, Economy Fire 
& Casualty and Freeport Ins. Co. As 
in previous years, the ladies’ hospital- 
ity suite was ably manned (to use 
the expression). Mrs. James O. Orr 
of Springfield was chairman of the 
ladies committee. 

Free coffee was furnished by Illinois 
Capitol Stock Insurance Assn. And 
really valuable attendence prizes do- 
nated by the companies and agencies 
were presented at all of the general 
sessions. 

Next year’s annual gathering will 
be held at Peoria. In 1961 the city will 
be St. Louis and Chicago in 1962. The 
choice of St. Louis as a meeting place 
has apparently been aborning for a 
long time. This will be the first time 
for the association to meet outside of 
the state. 


IMIB Clarifies Filings: 
Refiles Old N. C. Pay Plan 


Inland Marine Insurance Bureau 
has notified members that in connec- 
tion with its recent filing on accounts 
receivable and valuable papers there 
is an increased loading for coverage 
subject to an agreed amount per arti- 
cle. The bureau had inadvertently 
referred to a reduced loading in its 
first notice. 

To clarify its filing on first class 
mail, the bureau has pointed out that 
this was made with regard to policies 
attaching on and after Nov. 1 and on 
reports made for November and there- 
after under policies attaching before 
Nov. 1. 

Following rejection of its deferred 
payment plan in North Carolina, the 
bureau has withdrawn this filing and 
has refiled its installment payment 
plans to be effective on policies at- 
taching on and after Jan. 1, 1960, and 
optional on those prior thereto. 


Oregon Agents Name 


M. C. Hagan Chairman 

Merrill C. Hagan, McMinnville agent, 
has been elected chairman of the ex- 
ecutive committee of Oregon Assn. of 
Insurance Agents, succeeding the late 
Kenneth S. Martin. 

Mr. Hagan recently earned Oregon’s 
insurance man of the year honors, the 
Arthur Eppstein Insurance Achieve- 
ment Award. He is the first recipient 
of the award to serve subsequently as 
an association officer. 

Mr. Hagan has been on the executive 
committee for four years as chairman 
of the education committee. He is a 
former managing director of Institute 
of Oregon Underwriters and a leader 
in the Certified Insurance Agent pro- 
gram recently developed in the state. 
He is manager of the Gordon Carey 
agency in McMinnville. 


Educators Set Meet 


Insurance Company Education Di- 
rector’s Society will hold its 1960 an- 
nual meeting May 9-11, at Seaview 
Country Club, Absecon, N. J. Compa- 
ny directors of education will be joined 
by their professional associates from 
colleges and universities. Program of 
the meeting is under direction of John 
J. Leddy of American, 2nd vice-presi- 
dent of the society. 
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Editorial Comment 


A Law For Underwriters To Remember 


In his talk before a group of buyers 
at Los Angeles, Ben D. Cooke. of Lon- 
don and New York, a successful un- 
derwriter for many years, made some 
observations which will be of interest 
to underwriters everywhere. He said: 

There are two adages that every 
insurance buyer would do well to bear 
in mind. One of them is unquestion- 
ably true. The other is demonstrably 
false. The first, which is called Mur- 
phy’s Law because that is as good a 
name as any, is: If it can happen—it 
will. The second, an old adage, but an 
old wives’ tale as well, is: Lightning 
does not strike twice in the same place. 

The insurance buyer who gambles 
on saving his company a bit of pre- 
mium money by balancing probability 
against possibility—-who admits that, 
of course, it could happen but con- 
vinces himself that it would hardly be 
likely to happen—is more than likely 
himself to be overtaken by a demon- 
stration of Murphy’s Law—that if it 
can happen, it will. 

What odds would you be willing to 
give, for instance, that two modern 
passenger airplanes, assigned to dif- 
ferent flight levels and traveling dif- 
ferent flight paths, could not possibly 
crash together? And yet, in just that 
way, above the Grand Canyon, on 
June 30, 1956, a TWA super constella- 
tion and a United Airlines DC-7 
crashed together and all 128 persons 
on board both aircraft were killed. Such 
an accident, until it happened, seemed 
highly improbable. It could happen, 
however, and it did. 

Sometimes we have a demonstra- 
tion of Murphy’s Law and a refuta- 
tion of the old wives’ tale operating 
at the same time—as in the case of 
steamships equipped with the most 
modern signal and warning devices, 
including radar—ramming into each 
other in coastal waters adjacent to 
New York. There on March 26 of this 
year, the Grace Line ship Santa 
Rosa and the tanker Valchem crashed 
together. On July 29, only four months 
later, under similar circumstances, in 
the same general area, the American 
freighter Hunter collided with no less 


a ship than Britain’s pride, the Queen 
Elizabeth. 

In our business, too, the fact that 
a certain kind of accident or catas- 
trophe has never occurred, does not 
mean that it is not possible. It may 
only mean that it has not happened 
yet. Also, because of new industrial 
techniques that have been developed 
in the past 20 years, and the tre- 
mendous increase in scientific knowl- 
edge and discoveries during this com- 
paratively short period—we are en- 
countering new hazards and new kinds 
of losses which could not previously 
have occurred because the new proc- 
esses and materials, even as recently 
as 20 years ago, did not exist. 

I think, therefore, that anyone who 
believes that what has never hap- 
pened, will not happen, or that light- 
ning does not strike twice in the same 
place, certainly should not be in any 
branch of insurance—he ought to be 
in a nice, quiet business—such as 
counting sheep.—K.O.F. 





Personals 


William R. Dunham, Chesterfield, 
Mo., vice-president Mercantile, and 
past president of the St. Louis board, 
has received the 33rd Masonic degree 
in honor of outstanding public serv- 
ice. Bennett C. Gregory, executive sec- 
retary St. Louis board, was made 
Knight Commander of the Court of 
Honor. 


C. E. Cheever, president United 
Services Auto of San Antonio, and 
past president of National Assn. of 
Independent Insurers, was unable to 
attend this year’s convention in Wash- 
ington. 

Mrs. Cheever fell and broke her leg 
a few days before the convention. 


George F. Thomas, vice-president 
of Phoenix of Hartford, is marking his 
30th anniversary with the company. 
He began his career with General Ad- 
justment Bureau in 1925 and in 1929 
he joined Great Eastern Fire, former 
Phoenix of Hartford affiliate, where 
he was successively special agent, as- 
sistant secretary, secretary and vice- 


president. In 1944 he became general 
adjuster of the parent company. He 
was elected secretary in 1946 and vice- 
president in 1952. 


Andrew J. Wheeler, Chicago sales 
manager of the National Underwriter 
Co., is at his home in Naperville for a 
short rest after spending a few days 
in Columbus Hospital, Chicago, for 
observation. 


George H. Kline, vice-president and 
general counsel of Allstate and former 
deputy of the New York department, 
on his arrival in Washington for the 
convention of National Assn. of In- 
dependent Insurers, of whose board of 
governors he is a member, received 
a telegram from Syracuse, N.Y., tell- 
ing him of the death there of his fath- 
er, Hibbard Kline, retired professor at 
Syracuse University. 

Louie E. Woodbury, local agent at 
Wilmington, N.C., and past president 
of National Assn. of Insurance Agents, 
is leaving this weekend for Europe 
with 50 North Carolina business men, 
led by Gov. Hodges, on a two-week 
trade trip. 


Deaths 


W. CLARK BUTTERFIELD, 58, vice- 
president and secretary of claims of 
National Casualty, 
died at Detroit af- 
ter an illness of 
several months. 
Joining the compa- 
ny as a claims ad- 
juster in 1925, he 
became chief ad- 
juster in 1933. He 
was named secre- 
tary in 1940 and 
shortly after his 
election to the 
board in 1947, he 
was elevated to 
vice-president and secretary. Mr. But- 
terfield was president of International 
Claim Assn. in 1945-46. He was also 
prominent in the activities of Health 
& Accident Conference, the forerunner 
of Health Insurance Assn., serving as 
chairman of the surgical schedules 
committee. 








W. C. Butterfield 


LYLE A. PANGBORN, 66, Big 
Rapids, Mich., agent, died after a long 
illness. 


E. MILTON SMITH, 67, retired vice- 
president of Fidelity & Deposit, died 
following a long illness. He retired as 
head of the contract department in 
1957, having been with the company 
47 years. He joined the company in 
the comptroller’s department, and sub- 
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sequently was an auditor, adjus. 
claims attorney and division supp 
tendant of both contract and my 
official departments. He was maps, 
of the agency and contract dep. 
ments before becoming vice-presig.: 
Mr. Smith was a member of the 
tract bond committee of Surety Ag 
and also served as chairman of 
surety advisory committee of Ag 
Casualty & Surety Companies, Aj; 
retirement, he was a director of » 
reau of Contract Information. 


JOHN P. COUGHLIN, 68, ret 
secretary of the casualty depa me 
of Travelers in New York, digg 
Larchmont, N.Y. He started as ang 
fice boy with the company in 19} 
the home office. He held various py. 
in New York and Hartford where; 
became assistant secretary of the ex 
ualty department in 1923. Later } 
went to New York as secretary, } 
retired in 1957. 


MILTON E. KAHN, who retired gary! 
years ago as vice-president of Oregal™ 
Automobile, died at Portland. 


HARRY D. KOBLITZ, 75, a mempin 
of Cleveland’s insurance board, a pr : 
estate broker and builder, died at jj 
home in Shaker Heights, O. a 


DALE G. DAVIDSON, 64, forme 
for six years manager of Americ 
Automobile Assn. at Pensacola 
more recently a local agent in Wanh® 
ington, D.C., died there. 


DANIEL A. READ, 73, retired se es 
retary of Travelers, died in the hog 
tal at Middletown, Conn., after a br 
illness. He was with the company f 
1908 until his retirement in 1941, 
was active in the planning and om 
struction of several of the compa 
home office buildings. 


FRANK A. SIMMONS, 60, 
agent of Pearl-Monarch in Conne 
cut and western Massachusetts, 
at Hartford Hospital. 


JOSEPH D. COLLINS, 64, gene 
agent for National Fire of Hartfo 
at Newark, died in the hospital j 
Elizabeth, N. J., after a long illness. 


WILLIAM G. TORGERSON, seni P 
underwriter in the home office prop Nai 
erty department of St. Paul F.&M§, 
died of a heart attack. He had bee wy, 
with the company for 36 years. pal 

CHARLES E. JOHNSON, 51, Spar¥ ve 
tanburg, S. C., agent, died while visit} aw 
ing in Charleston. He was the son of ne 
the late Joseph T. Johnson, U. S. Com coi 
gressman from South Carolina and @& of 
federal judge. an 

(A 


HOWARD N. MORGAN, 76, retire 
vice-president and secretary of Christi- 
ana General and U. S. branch manage! 
of Svea Noroan Ins. Co. of Gothenburg 
Sweden, died at his home in Scarsdale 
N. Y 





Associated Aviation Had 
Piedmont Hull Loss 


A DC-3 operated by Piedmont Ai 
lines crashed into the Blue Ridg 
Mountains near Waynesboro, Va., & 
route from Washington to Charlotte 
ville, Va., killing 23 passengers and the 
crew of three. One passenger survi 
It was the first fatal crash experienced 
by the line since it began operatiol 
in 1948. 

The hull’s value is estimated at a 
most $100,000. Virginia has a statutoy 
death limit of $30,000. 

Associated Aviation Underway 
was on the risk. 


Springfield F.&M.’s economy ail 
plan has been approved in Florida. 
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‘ON, senis Preston Estep, president of Transit 
ffice proy Casualty and outgoing president of 
aul F&M National Assn. of Independent Insurers, 
. had beet 8 shown at the left presenting Verne 
Williams of Miami News the NAII 
public service award at the NAII con- 
, 51, Spar§ vention in Washington, D. C. The 
while visit} award, to the person outside the busi- 
the son 4 ness who has made an outstanding 
U. S. Con§ contribution to public understanding 
lina and of insurance, was established this year 
and Mr. Williams is its first winner. 
76, retire! (A report on his articles is on page 2.) 
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850 Attend AMA’s 
Fall Insurance Parley 


The fall insurance conference of 
American Management Assn. was run 
off early this week in Chicago with an 
attendance of 850. This is one of the 
main events on the Chicago insurance 
scene, bringing together agents, com- 
pany men and buyers for both business 
and social activities over a three day 
period. About a dozen agencies and 
companies had hospitality suites at the 
Drake Hotel, and Rollins Burdick 
Hunter Co. agency was host, as it has 
been for years, to a giant reception 
and buffet dinner. 

Reports of the talks and other events 
of the meeting will appear in subse- 
quent issues. 


General Of Seattle 
Has Big Profit In 
First Nine Months 


The Sept. 30 statement of General 
America Corp., the holding company of 
General of Seattle, First National, Safe- 
co and Lifeco, shows a gross profit be- 
fore taxes in the nine months of $14,- 
685,641, of which $10,906,086 is de- 
rived from underwriting. After provi- 
sion for taxes, the net profit comes to 
$8,311,657, or $15.96 a share, which 
compares with $11.76 a share for Sept. 
30, 1958. The stock has a liquidating 
value of $149.91, which is $18 more 
than at the same time a year ago. 

The consolidated balance sheet shows 
a loss reserve of $51.4 million, un- 
earned premium reserve of $94.5 mil- 
lion, and a net surplus of $70.9 million. 

In the first nine months of the year, 
Lifeco issued $24,164,142 of paid busi- 
ness, and at the end of September had 
$71,007,033 insurance in force. 


Slate Hearing On 
Ohio Credit Rates 


COLUMBUS, O.—The Ohio depart- 
ment has set a hearing for Nov. 24 
to consider regulations for fixing min- 
imum rates on credit life and A&S. 
The legislature recently authorized 
the department to regulate this field. 

Commissioner Stowell is proposing 
a rate schedule which would vary ac- 
cording to the amount of coverage a 
creditor has in force. The average rate 
allowable would be about 75 cents per 
month per $1,000 of insurance in 
force. The new rate would become 
effective Jan. 1. 
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HeNATIONAL UNDERWRITER 






CLEARED TO TAKE OFF 


Many firms, as well as individuals, have taken to the air 


with their own aircraft .. 


. and there is a growing num- 


ber of scheduled airlines, airfreight lines, and air service 
operators. This sizable group represents a huge market 


for the alert producer! 


Aircraft should have aircraft hull covers against direct 


physical damage .. 
liability against bodily injury to public and 


. owners and operators require legal 


passengers, 


damage to property of others, and medical and hospital 
costs of passengers and crews. Blanket personal accident 
coverages can be written in connection with passenger 
liability. It’s a vast area with great potential. Get the 
profitable story now from this seasoned source — 


GEO. F. BROWN & SONS, INC. 


175 West Jackson Bivd.+Chicago 4*WAbash 2-4280 


116 John Street . New York 38 -« 


Worth 4-0745 

















ATTENTION MICHIGAN AGENTS! 


FRED MILLER, INC. 


OF KALAMAZOO 


OFFERS YOU A MARKET YOU CAN USE 





Long Haul Operation 
Gasoline Haulers 
Produce Haulers 


Bobtail Insurance 
Public Service Filings For 48 States 
Agency Appointments Available. 


IN ADDITION: 


High Commission Paid on Financial 
Responsibility Risk 


Substandard Collision Coverage 







Contracts Available For Regular Auto Business 


FRED MILLER, INC. 


Phone Fireside 55257 4 







BOX 309 


Kalamazoo, Mich. 
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Panels Cover Lot Of Ground At Illinois Agents’ Annual 


most effective. This gives the constitu- 
ent an opportunity to remind his sena- 
tor or congressman what he said at the 
hometown affair, which definitely puts 
him in the spot of knowing that he 
knows the person in question and 
makes it practically impossible not to 
listen to what the constituent has in 
mind. If a total stranger simply comes 
to Springfield during the legislative 
session and begins meeting the legis- 


(CONTINUED FROM PAGE 37) 


lators all over the place, giving parties 
and the like because something is 
obviously wanted, the result will be 
quite negligible. 

“Earn the right to ask a particular 
legislator for support of what you 
want done,” said Mr. Muhleman. Find 
out what he’s interested in, such as 
school work, civic enterprises and the 
like and try to help him.” 

As to financial aid, Mr. Larson said a 
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WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 
40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 
175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
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INSURANCE—SALES REPRESENTATIVE 
AND MANAGEMENT OPPORTUNITY 


Old established fire insurance company 
(Philadelphia area) requires young man 
licensed in Pennsylvania experienced in 
sale of Residential Fire and Homeowners 
Policies and to assist in development of 
sales staff. 

lf you are qualified and have the desire 
to advance to executive status in a rapid- 
ly expanding organization send complete 
resume, including salary range desired, to 
Box K-39, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 
All replies confidential. 








BOUGHT AND SOLD 


Insurance Company and Agency purchases ne- 
gotiated. All replies kept in confidence. 


UNIVERSAL CONSULTANTS 


4211 Chestnut Street 
Philadelphia 4, Pennsylvania 


FIELD REPRESENTATIVE 


Large Multiple Line Stock Organization operat- 
ing nationally on a Branch basis offers oppor- 
tunities to experienced fieldmen. Prefer rating 
bureau experience. Immediate openings Illinois, 
Indiana, Nebraska and others. Give experience, 
education, age and Salary requirements. All 
replies treated in strictest confidence. Write 
Box K-38, c/o The National Underwriter Co., 
175 W. Jackson Bivd., Chicago 4, Ill. 








FLORIDA LOCAL AGENCY 


Needs a well qualified Fire and Casualty Un- 
derwriter familiar with operations and office 
detail of a large Local age Applications 
will be considered from either man or woman 
between ages 28 to 38. The job offers an excel- 
lent opportunity with one of Florida's leading 
Agencies, with all employee benefits, including 
retirement plan. Give complete resume of edu- 
cation, experience and background—each ap- 
plication will be given a prompt reply. Write 
Box K-35, c/o The National Underwriter Co., 
175 W. Jackson Bivd., Chicago 4, Ill. 








FOR SALE 


INSURANCE AGENCY IN RAPIDLY GROWING 
COMMUNITY—OLDEST AGENCY IN TOWN— 
70% FIRE BUSINESS WITH UNLIMITED POS- 
SIBILITIES IN FUTURE. IF SINCERELY IN- 
TERESTED WRITE M. T. BOYER, 1130 ASH 
STREET, WAUKEGAN, ILLINOIS FOR FUR- 
THER INFORMATION. 








LOSS CLAIM POSITION 

Washington, D. C. 
Excellent opportunity for experienced Claim Ad- 
juster and qualified Auto Physical Damage Ad- 
juster in our expanding Casualty operation. 
Company car and all benefits. Write to: Per- 
sonnel Manager, Home ae Company, 59 
Maiden Lane, New York 8, N. Y. 








FIRE UNDERWRITER 


Opening for young man in fast growing Fire 
Division of old established Ohio Multiple Line 
Mutual Company. At least a year or more fire 
underwriting experience required. Write Box 
K-42, c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 





14 years multiple line experience available. Un- 
derwriting, Field, Home Office Management 
and Production. Strong on Financial Statements 
and Expense Exhibits. Presently employed. Age 
36. Family man. Licensed Pilot. Excellent refer- 
ences. Reply to Box K-47, c/o The National Un- 
go Co., 175 W. Jackson Blvd., Chicago 
, MMlinois. 








CROP HAIL PRODUCER WANTED 


Excellent opportunity for experienced crop 
hail man as insurance company department 
head. Our employees know of this ad. Re- 
ply P.O. Box 12216, Fort Worth, Texas. 








a AGENCY — 

FFICE MANAGER 
A large eecaien agency operating the Southern 
States has an excellent opportunity for an ex- 
perienced fire and casualty underwriter- office 
manager. Salary is in accordance with experi- 
ence and ability. Please furnish experience and 
personal resume to Box K-49, c/o The National 
ee Co., 175 W. Jackson Bivd., Chicago 
4, Ilinois. 








CASUALTY UNDERWRITER 


13 years poe 7 years casualty claims, 6 
years casualty underwriting department manage- 
Daa. Recently organized department for new 
operation. Desire c +t oppor- 
tunity. Age 43, married, B.A. degree. 1.1.A. Cer- 
tificate, Part |, C.P CU. Reply Box K-44, c/o 
The National Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Ill. 











AVIATION INSURANCE 


Large agency in booming, progressive North 
Carolina needs producer with current pilot's 
license to handle aviation insurance department. 
Write Box K-45, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 


AGENTS WANTED 
Insurer writing military overseas automo- 
bile insurance for all applicants, now seek- 
ing qualified agents. Write Box NY-14, c/o 
The National Underwriter Co., Adv. Dept., 
!7 John St., New York 38, N. Y. 











ASSISTANT CONTROLLER 


Important position for an ambitious Accountant 
who has approximately 5 years experience with 
Fire and Casualty Statements and related re- 
ports, and is familiar with 1.B.M. equipment. 
Send resume and ag requirement to: Farm 
Rureau Insurance Co., P. O. Box 1065, Lansing, 
Michigan. 








CLAIM MANAGER AVAILABLE 


Located in Western Mid-West. Licensed attor- 
ney. 10 years company experience heavy all 
lines except fire. Desires relocation. Married. 
Family. Write Box K-46, c/o The National Un- 
derwriter Co., 175 W. Jackson Blvd., Chicago 
4, Mlinois. 








FIRE PRODUCTION MANAGER 
Large Multiple Line Stock C has 
in its Midwest office in Chicago ‘for Fire and 
Marine Production Manager. This is a newly 
created position offering excellent opportunities. 
Salary open. Age to 50. — give full details 
of past experience in reply to: Box K-51, c/o 
The National Underwriter = 175 W. Jackson 
Bivd., Chicago 4, Ill. 














lot can be done for legislator besides 
providing campaign funds. There are 
things that can be done for a legislator 
during his campaign which would 
mean just as much or more than 
money, he said. Also, anything that is 
wanted of a legislator should be 
thought of ahead of time. “Don’t wait 
until you want something and then 
begin casting about to see what can 
be done for the particular legislator to 
make him see the light.” 

Mr. Friedrich advised his audience 
to get rid of the attitude that “I can’t 
afford to be in politics. If the people 
in insurance, banking, real estate and 
so forth don’t do something about 
politics, what kind of people do you 
think, you are going to get in politics? 
There is no magic in politics; we’re 
just people. If you have something 
good, we’ll buy it,” said Mr. Friedrich. 

Regarding financial support of a 
candidate or legislator, it was noted 
that it is only human nature, if all 
things are equal on an issue, that the 
man’ who had supported the candidate 
would have the edge. There must be 
some method for deciding. 

Mr. Prola put a question about bills 
bought up that appear to be “building 
a fence around a business.” 

Mr. Friedrich said the legislators 
become suspicious of the constant 
flood of proposed bills that are intro- 
duced under the guise of “protecting 
the public.” Over the years he has 
seen many examples of people who 
get in on something and immediately 
after attempt to “raise the standards”, 
which he called nothing more than, 
in a sense, building a fence around the 
particular business. Despite the num- 
ber of such insincere efforts, he said, 
there are other proposals which sound 
the same but have considerable merit. 

It is the job of the people involved 
to make the legislator understand that 
the request is bona fide. For instance, 
in the insurance business Mr. Friedrich 
frankly admits that he now sees the 
professional standards desired by the 
agents as a worthy move and feels a 
lot differently about it than he used to. 
But he had to be convinced. This is 
true of other legislators, he noted, and 
advised keeping at it until the point 
being made is definitely understood. 

Mr. Muhleman said that building 
fences smacked of discrimination, but 
standards certainly are necessary. He 
told his audience that discrimination 
also works in another way. Agents 
are certainly just as good as anyone 
else, he said, and deserve to have 
standards, but in the current federal 
investigation the attitude seems to be 
that the product is all right but “we 
don’t care about the people who are 
dispensing the merchandise.” 


FATHER, SON PANEL 


At the father and son panel consist- 
ing of four fathers and an equal num- 
ber of sons, the discussion was truly 
informal and unrehearsed, and a great 
number of thoughts were brought out 
in rapid order. Some of these were: 

—Notwithstanding the giant specialty 
companies, the agency companies have 
not lost ground. Agents have probably 
doubled or tripled their business in 
the past years, but some of this is due 
to high rates and inflated values dur- 
ing the present “prosperity.” Com- 
panies and agencies went along with 
what business they had and prospered 
at these increased rates. A point has 
now been reached where it is neces- 
sary to go ahead or a backward move 
will be atomatic. 


—Agents are not lulled into ay 
of complacency; they are figuring 
to get this business back. Spep: 
companies and direct writers haye 
and will not stop the agency » 
panies. They can be matched ang 
with what is in the “works” today 
fact the business of these dp, 
writers and specialty companies 
be cut into. 

—The insurance business has ,) 
ways had “problems” and has , 
them. At one time fire and exte 
cover was even considered a dangif’ 
ous change. | 

—Are agents prepared to recogny 
that their much talked about sep 
is not worth the price being cha 
Service is worth something but » 
sibly not as much as the differs” 
today between the other writers, 7 
instance, on a large homeowners 
there is a difference of possibly sim’ 
Is service worth that much? Do 
only give lip-service to service? 
finest of claim handling has 
noted from certain State Farm » 
Allstate agents. Do you go out 
your agents and help them sel] } 
cases; do you just mail out y 
policies? How long since you mage 
survey for some of your better » 
tomers? I don’t think we have # 
service we brag about. 

—Give personal service. Don't rag? 2 
on an adjuster. Go out and look ati ber 
loss. Get top adjusters. Help ingyap!@ 
collect small auto claims from thi! 
party. Help him in subrogation. per 

—All people who call themselpp°S 
agents are not worth their salt, aup@"4 
direct writer will be a good insuran of 
man. J. 

—A direct writer salesman may} 
a good insurance man, but he dol 
not offer the product that the agents a 
offering. Don’t underestimate the abi 
ity of direct writer salesman. Some; 
them are very good. 


Need New Blood 


—If anything, lack of new blood; ‘ 
our agencies is a factor in keepi 
specialty companies going. How ma 
of you have you knocked on a d 
and had a cold turkey call lately? T 
big trouble is we have enough busine 
to make us happy and we don’t h 
enough time to go out and be 
agents. Add young men to the sia 
to send out on the business that ye 
no longer personally can handle or fi 
new business. The man who says! b 
can’t afford to add new blood is t 
one who complains about losing bus 
ness to the direct writers. Make su 
you are doing a complete job. 

—wWith sons or any other young me 
in the agency, give them the opportur 
ity to participate in the organization 
as soon as possible and be sure to hav’ 
a buy and sell agreement. 

—To attract new men, they mus 
know something of their possibilities 
for the future, as in any other busines 
or industry. 

—There is no justification for am) 
fear that the agency companies wi 
go to direct billing of mass nr 

—Some companies are already he 
ing toward or are in direct billing. Thi 
will lead to more. Let the compallj 
bill the customer for say seven yeals 
and see who the buyer believes Bf, 
taking care of him. ir 

—The specialty companies can’t Blt} op 
vide insurance any cheaper than the ste 
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sency companies. The direct writers 
"e spending tremendous amounts in 
oir merchandising. We can handle 
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1 a dang ies would have done so long ago. 
" Agents are complaining about 
LO Tecogti panges in automobile. Ask them 
Pout serif here they put homeowners and they 
ng charge mention a deviating company. They 
ng but WE.re already starting down the road. 
© differen _Percentage of commission does not 
writers, F mean a thing. Net dollars are what 
‘owners lag t. Review your actions and see 
»ssibl ou Be 
y $i if you are a good salesmen. Get out 
ich? Be land sell and make more dollars even 
ervice? Jj with lower percentage of commission. 
has be e entire concept of buying is price. 
‘ Farm M™ the agency franchise should be 
30 Out Wigl arded more carefully by companies 
+e sell | and agents. There is no danger of 
out being replaced by a “flock of new 
‘betall agents or salesmen” if we do a good 
e have 4p 
—If even half of the agents brought 
_ Don’t a2 new man in the business there will 
| look at th be no problem with a new large crop 
[elp insy of direct writing agents. 
from “§ These and many more questions 





Hwere discussed by the panel, which 
njgconsisted of Emil Lederer of Chicago 
“ Sfand his son Sanford; Lewis W. Shade 
“Hof Decatur and his son, Robert L.; 
J. Spencer Woodworth and son, James 
WS. Jr. of Robinson, and N. McCullough 
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om he deaf Winters and son, Richard, Quincy. 
e agents Moderator was Peter Lardner, Cleve- 





ate the abil land agency, Rock Island. 


an. Some »ANEL ON TRENDS 


A panel on “From Here To Where, 
In Your Association?” dealt mostly 
with automobile and a questionnaire 
that had been sent out to the member- 
ifship. Panelists were Frank R. Miley, 
IAIA president, Chicago; Fred O. Wal- 
ler, executive vice-president, Galva; 
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igh br erry C. Parrish, regional vice-presi- 
+ don't hiident, Paris; Campbell K. Evans, Cham- 
ind be eifaign, and H. W. Mullins, state national 
to the sliiidirector, Rockford. 
asd Py “| One query in the questionnaire was 
~ € oF Would you favor an auto policy issued 
on ig : by the companies on continuous forms 
losing _}d with machine prepared billing if: 
Make sug |: The companies guaranteed by 
b. contract to continue your ownership 
- young mes of expirations? Of 320 returns there 
e opportmg fe 245 yes replies and 47 no’s. 
organizatiog 2. The billings are sent to you for 
sure to havg ollection?—158 yes, 137 no. 


3. The rates are competitive with 
direct writers? 256 yes, 47 no. 

4. Would you favor similar treat- 
ment in other forms of insurance, such 
4 homeowners—162 yes, 142 no. 
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Balance Did Not Answer 


The balance of those replying re- 

turned no answer to these questions. 
Mr. Miley said “absolute matching of 
price with the direct writers is not 
necessary” but felt that the agents 
‘will have to take steps in a price 
‘ ion. This will mean a cut.” He 
opined that the 15% proposed in some 
states is too much. 


One of the biggest percentage of 
s&s answers was relative to a ques- 

on the association setting up a 
‘cial program to aid and encourage 

Msurance department in enforce- 
ment of licensing laws to reduce the 
lumber of agents and brokers serving 
y their own accounts. There 
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FeNATIONAL UNDERWRITER 


Director Gerber Has - 
Firm Views On 
Regulation Hearings 


‘CONTINUED FROM PAGE 35) 
have arisen under various types of 
state laws and will review Ques- 
tionnaire No. 2 sent out by the senate 
subcommittee. The NAIC fact finding 
committee will determine the number 
of deviations, number of independent 
filings, number of public hearings, 
which have arisen in certain states 
concerning rates, number of lawsuits 
under rating laws, find out what stand- 
ards are being used in the fixing of 
rates, and also study and evaluate the 
various items aired in Washington 
by the senate subcommittee. 

The NAIC subcommittee will also 
serve in an advisory capacity to local 
boards. 

NAIC must perform this function 
if the states are to continue to regulate 
insurance, Mr. Gerber emphasized. “It 
is discouraging when you are driven 
to this by federal hearings and the 
fact that the New York legislature 
saw fit to act before the states did. 
We do not intend to whitewash any- 
thing but we will not see the integrity 
of state government go down the drain 
because of competitive factors in the 
insurance business. Far more impor- 
tant is the integrity of state and local 
government and is above all personal 
interest. Our way of life is in the bal- 
ance if we lose the right to regulate 
insurance. And everyone loses.” 

Mr. Gerber said he expects the co- 
operation of the industry in the form 
of honest criticism and constructive 
criticism and very ‘strongly suggested 
that agents and companies stop talk- 
ing laws like the weather in various 
places, such as bars, bull sessions, etc. 
“The time has come to stand up and 
be counted, tell us if the rating laws 
are good or bad and what to do to 
improve them. I have heard complaints 
for three years about regulation of 





were 294 yes replies, 12 no and the 
balance no answer. 

On a question of the association in- 
vestigating the possibility of a more 
favorable group errors and omissions 
policy to be made available to the 
members of the association at less 
cost, some of the panelists replied that 
they would rather be without an auto 
policy than without errors and omis- 
sions cover. There were 281 yes and 24 
no replies. 

There was also considerable discus- 
sion on whether the association should 
set up a research and information 
bureau to seek out new ways for the 
agency system to surpass competition. 
The feeling was that this is the way 
the association should operate, and 
that “there is as much brain power in 
the agency ranks as in the companies.” 
It was pointed out that considerable 
research now being done by the com- 
panies should be done by the agents 
themselves. 


The panelists also noted that fire 
and casualty companies are “woe- 
fully weak” in furnishing real sales 
training and technique; that there 
should be an agency cost survey sim- 
ilar to what the national association 
has done; transfer of duties between 
agents and companies to do a better 
job on a mass volume basis; that a 
time and motion study be made, as 
well one for better collection methods 
and agents financing premiums. 





rate laws until I am sick of it! Peo- 
ple in the insurance business must 
stop talking about each other and pull 
together!” 

He said he had noted some people 
“pussyfooting around about a need for 
the NAIC subcommittee hearings or the 
need to appear at them. I wish to 
advise these people that the hearings 
are going forward and will be forth- 
right and do and honest, thorough job! 

“You agents and producers have 
more at stake than anyone and will 
profit most by an honest and clean 
presentation of these problems. The 
hearings will give you a better picture 
of what to look forward to. There have 
been trying days in many businesses, 
but the insurance business has gone 
forward. Your system will survive all 
of its difficulties and will have a 
definite place in the total picture of 
insurance,” Mr. Gerber stated. 


Top Echelon | Changes 
At Fred. S. James 


F. Schuyler Dauwalter has been 
elected president and chief executive 





E. S. Dauwalter 


A. M. Jens Jr. 


officer of Fred. S. James & Co. agency 
of Chicago as the leading move in 
organizational changes described by 
Chairman George W. Blosson Jr. as 
insuring the future growth and devel- 
opment of the agency under the direc- 
tion of a young executive staff. 

Arthur M. Jens Jr. has been elected 
executive vice-president in charge of 
business development, and becomes a 
director as well. He will be assisted 
by H. F. Larson, B. J. Nichols, K. O. 
Saunders, D. W. Valentine, B. S. Wey- 
forth Jr., and T. R. Wiley. 

Leo C. Havey of Philadelphia and 
Joseph M. Wilner of San Francisco 
continue as vice-presidents in charge 
of eastern and Pacific coast operations. 
Both are directors. 

Sherman W. Finger becomes vice- 
president and treasurer with general 
administrative responsibilities. George 
W. Blossom III is elected vice-presi- 
dent and secretary, and F. R. Blossom 
Jr. vice-president and assistant secre- 
tary. All three are elected directors. 
Elected Vice-Chairmen 


E. Walter Geisler at Pittsburgh and 
Russell Bleakley Sr. at Philadelphia 
were elected vice-chairmen of Fred. S. 
James, and F. R. Blossom at Chicago 
and R. R. Mallard at Los Angeles were 
elected senior vice-presidents and di- 
rectors. 

Russell Bleakley Jr., vice-president 
at Philadelphia, was elected a director, 
and Scott B. Fraser at Pittsburgh was 
elected 2nd vice-president. 

Mr. Dauwalter has been with Fred. 
S. James & Co. since 1943 and before 
that was assistant general manager of 
the National Board. Mr. Jens has been 
with the agency since 1947 and prior 
to that was secretary and assistant 
treasurer of Trans World Airlines. 


Edward S. Martin, Washington, Pa., 
attorney, and son of the former gover- 
nor of Pennsylvania, has been elected a 
director of Coal Operators Casualty 
of Rockwood, Pa. 
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Whitford Calls For 
Less Self-Discussion, 
New Marketing Idea 


‘CONTINUED FROM PAGE 35) 
utopia but we must work out our 
problems together. Companies and 
agencies will always have differences 
on how to solve their problems but 
each must look at each others’ prob- 
lems through each others’ eyes. There 
is no rule of thumb to fit all cases. 

“The customers are the voters in the 
marketplace. They will decide your 
marketing methods and will be your | 
jury. If companies and agents can’t 
produce something that the public will 
buy, they don’t deserve to be in busi- 
ness.” 

The speaker said there was nothing 
wrong with tooting one’s own horn 
either as companies or agents but they 
must offer what the buyer wants. 
He queried his audience as to how 
many purchases of any kind they have 
made where they have wondered whe- 
ther or not the salesmen was a mem- 
ber of some association or another. “It 
is time to stop thinking about our hy- 
pothetical independence and_s start 
working together in marketing,” he 
averred. 


Classifies Agents 


Mr. Whitford categorized agents into 
four classifications; the complacent, 
the average, the hungry and the leader. 
He defined each, calling the leader the 
one to whom marketing is a way of 
life. 

He pointed out that the leaders 
among companies are drawing into 
their orbits the leading and produc- 
tive agents. This also seems to work 
out the same way in that other com- 
panies who are not leaders draw like 
agents. “You will see the trend to more 
business being written by fewer agents 
and fewer and fewer companies. As 
to the pattern of tomorrow’s insurance 
markets, we certainly can expect lower 
rates. Competition has done this 
through different marketing methods. 
We will have to devise a system also 
or give up the business. Every business 
must alter itself and those who stay 
in business must alter themselves to 
go along.” 

Mr. Whitford noted that precise tim- 
ing is important just now and admon- 
ished his audience not to let someone 
else decide “the time is now.” He 
brought out that agents need better 
training, since large buyers and brok- 
erage houses are becoming more edu- 
cated and aggressive. He lauded the 
efforts of the insurance companies in 
becoming extremely marketing mind- 
ed and through mass media trying to 
pre-sell the customer and drive him to 
the agent. This does not mark the end 
of the agent, he said, but does bring 
in a number of sharp changes in how 
they and the companies will do busi- 
ness with each other. “Some of the 
traditional functions must go. 

“A new and close relationship is on 
the way for companies and agents 
who can recognize the changing con- 
cepts. They will perform vertically 
with the customer and not horizon- 
tally with each other.” 


Baggott In Pa. Field 


American Casualty has named Kent 
L. Baggott special agent for property 
lines in the Williamsport and Harris- 
burg, Pa., areas. He will work out of 
Harrisburg. He was formerly at 
Charleston, W. Va. as an underwrit- 
er. 
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Bob Wilke as “Mako” and Andy Duggan as “Cal” in “Bourbon St. Beat” on ABC-TV, produced by Warner Bros. 


About anything can happen, and _— They'll be hearing commercials which 
usually does, on ‘Bourbon St. Beat’’, say, ‘““Replace with L-:O-F Safety 
the most exciting suspense-mystery PLATE...the very best safety glass 
show on TV. ...the glass that General Motors puts 

Two out of three car owners will in every window of every car they 
see this show in a period of amonth. make in the whole U. S.” 
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Tune in Bourbon St. Beat Monday Nights*, ABC-TV Network, Sponsored by 


J LIBBEY -OWENS:FORD @ Gras Name ww Glass 


To keep your policyholders happy, 
advise your installers to replac 
auto glass with L-O-F wheneve 
it’s asked for...and always 10 
use L:O:F Safety PLATE in every 
General Motors car. Thanks. 


*In most cities. (Check local station schedules) 
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